ZeNATIONAL, 


it all comes ack t0 me... i aes 


k 
yes, | have all my money bac 
plus so much protection 
for my family, too! 


This is B.M.A.’s current full page, color advertisement in The 
Saturday Evening Post. Similar messages will appear, 
K WN oOo C KIN G Oo Ni throughout the year in national magazines like Newsweek, 
Coronet, Better Homes and Gardens, U. S$. News & World 
26 MILLION DOORS 


Report, telling the story of B.M.A. protection OVER and 
OVER and OVER and OVER! 





THE 
KEY 

TO 
SUCCESS 











The proud owner of this key is a Chartered Life Underwriter—a person who has attained true 
professional stature in Life Insurance. 


More than 5,500 men and women have become Chartered Life Underwriters since the American 
College of Life Underwriters was established in 1927. 


This key is not easily won. But the individual’s investment in time, training and education 
usually results in unlimited returns. 


Proof of this is the fact that the median income of CLU’s is $9,500, from Life Insur- 
ance alone. And nearly 50% of the members of the Million Dollar Round Table are 
CLU’s or are preparing for CLU. 


CLU not only brings prestige and much public acceptance—but indispensable confidence and 
job satisfaction to the Life Underwriter. 


The CLU Professional Pledge: 


‘*In all my relations with clients, I agree to observe the following rule of professional 
conduct: I shall, in the light of all the circumstances surrounding my client, which 
I shall make every effort to ascertain and understand, give him that service which, 
had I been in the same circumstances, I would have applied to myself.” 


We Salute the Chartered Life Underwriter 


The Travelers Insurance Company, Hartford 15, Connecticut 


One of the Leading Life Insurance Companies 
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Launch Large-Scale 
Survey of Weight, 
Blood Pressures 


Society of Actuaries 
Invites 50 Companies 
to Participate in Study 


The effect that overweight and high 
plood pressure have had on longevity 
in recent years will be ascertained 
from a new, large-scale study being 
undertaken by the committee on mor- 
tality of Society of Actuaries. It will 
cover experience among hundreds of 
thousands of policyholders and will be 
the first study of mortality in rela- 
tion to build in nearly 25 years. 

Fifty United States and Canadian 
life companies, with some 50 million 
ordinary policies in force, have been 
invited to participate in the study. The 
investigation will cover the experience 
under both standard and sub-stand- 
ard ordinary insurance issued 1935-53 
inclusive. It will include only policies 
issued with a medical examination and 
only those on persons 15 to 69 years 
of age. 

The experience will be analyzed in 
relation to variations in height and 
weight, blood pressure, and with re- 
spect to several categories of minor 
impairments existing at time of issu- 
ance of the policy. 

The study is expected te produce 
evidence as to the mortality among 
persons originally classified as over- 
weight who later reduced their weight 
sufficiently to have their policies put 
on a standard rate basis. It has long 
been the belief of underwriters and 
medical men that such persons show 
a materially lower death rate than 
those who remain overweight. Such 
evidence should be an important fac- 
tor in persuading people generally to 
control their weight. 

The actuaries’ committee on mor- 
tality will be in consultation with the 
mortality committee of the Assn. 
of Life Insurance Medical Directors 
throughout the investigation. Individ- 
ual company assembly of statistics will 
be completed by mid-year 1956 but 
tabulation and analysis of the data 
will probably require an additional 
year to complete. It is expected to be 
one of the largest mortality studies 
ever undertaken, covering millions of 
man-years of exposure. 

There have been three previous 
studies centering on build, in 1897, 
1918, and 1931, and two previous blood 
pressure studies, in 1925 and 1940. The 
most recent mortality study completed 
by the Society of Actuaries was that 
covering the experience under some 
130 health impairments, published last 
year under the title 1951 Impairment 
Study. 

Chairman of the committee on mor- 
tality is Leigh Cruess, vice-president 
and actuary of Mutual of New York. 
Secretary of the committee in charge 

of the central bureau making the tab- 
ulations and analyses is E. A. Lew, ac- 
bmg and statistician of Metropolitan 
e. 


en 


i STS 


XUM 


Charge D. D. Murphy, 


Others with Forcing 
Capital Life Sale 


D. D. Murphy, former insurance 
commissioner of South Carolina and 
past president of National Assn. of In- 
surance Commissioners; G. R. P. Far- 
quhar, president and treasurer’ of 
Guaranty Fire & Marine, now in re- 
ceivership; and Bradley Layton, for- 
merly a vice-president of the Guar- 
anty, have been arrested at Columbia, 
S. C., on charges that they conspired 
to sell Capital Life of S. C. to United 
of Chicago for $1 million less than it 
was worth and that they received 
$80,000 for doing so. 

The warrant was sworn out by the 
present South Carolina insurance com- 
missioner, R. Lee Kelly. 

The charges against the three men 
grew out of the insurance department’s 
investigation of Guaranty F. & M.’s 
books and records, it was indicated. 
The company was declared insolvent 
and placed in receivership June 1 by 
Mr. Kelly. 

In general Mr. Kelly charges that 
Mr. Murphy used his office to force 
the sale of Capital to United at a bar- 
gain price and that Messrs. Farquhar 
and Layton used American & Foreign 
Management Co., which managed the 
Guaranty, to conceal the $80,000 the 
three received for their part in the 
sale. 

After their arrest, the three men 
were released on their own recogni- 
zance. Mr. Murphy had no comment 
to make on the charges except to note 
that he and the others went to the 
sheriff’s office voluntarily and with- 
out lawyers. 

Capital Life was sold to United soon 
after Lester Bates, its president, lost 
his race for governor of South Caro- 
lina. His operation of the company was 
made an issue in the campaign by 
Gov. Timmerman, who defeated him. 

The Kelly warrant alleges that prin- 
cipally during May, 1954, the three 
men “unlawfully, wilfully, corruptly 
and with the intent to enrich them- 
selves and defraud” Capital Life “did 
conspire, combine, confederate and 
agree” to induce and force the officers 
and stockholders to sell the company 
to United “by having the said Murphy 
in his official capacity as insurance 
commissioner, corruptly and oppres- 

(CONTINUED ON PAGE 16) ? 


NEW HIGH FOR HALF YEAR 


Six Months Life 
Sales Increase 25% 
to $23,435,000,000 


Sale of ordinary, group and industri- 
al in the first six months of 1955 ‘to- 
taled $23,435,000,000, up 25% for a 
new first-half record for all three 
classes, according to LIAMA. 

In the first half, ordinary sales 
amounted to $14,910,000,000, up 18%. 
Group sales totaled $5,158,000,000, in- 
crease 85%. Industrial sales were $3- 
367,000,000, up 3%. 

Sales of ordinary in June were $2,- 
728,000,000, increase 23%, for the larg- 
est June total on record. New group 
amounted to $697 million, up 64%, for 
the greatest June total on record. The 
group figures represent new groups set 
up and not additions under contracts 
already in force. Industrial purchases 
totaled $570 million, increase 5%. 

June sales of ordinary, group and 
industrial totaled $3,996,000,000, up 
25%. Sales for June and the first six 
months did not include figures for 
credit policies. 

The net increase in life insurance in 
force during the first half year ex- 
ceeded $16 billion, bringing the total 
in force to $350 billion, Institute of 
Life Insurance estimates. 

e e e 

“The average amount of life insur- 
ance per family continues to rise,” the 
institute commented, “and today is 
more than twice what it was 10 years 
ago. The aggregate amount of life in- 
surance owned by the families of this 
country is now $200 billion greater 
than 10 years ago.” 

Benefit payments from life insur- 
ance policies also reached a new peak 
in the first half of the year. These 
payments amounted to an estimated 
$2.7 billion, which is at an annual rate 
of $5.4 billion. The 6-month payments 
were $215 million greater than a year 
ago, in spite of a continued decline in 
death-rate among policyholders. Death 
benefits increased $58 million in the 
first six months of 1955, while pay- 
ments to living policyholders were up 
$155 million. 

Total assets of all U.S. life compan- 
ies rose to about $87 billion on June 30, 
up about $3 billion since the start of 
the year and nearly $6 billion more 
than 12 months earlier. 











Late News Bulletins... 








(FTC cites three more insurers for A&H ads. Story on Page 7%.) 


Ask More Disability At Employers Cost 


New York State federation of labor, at its annual convention in Buffalo, has 
adopted a resolution calling for entire cost of the state disability benefits pro- 
gram to be borne by employers. Benefits should be increased, and their dura- 
tion should be raised from 13 to 39 weeks, the resolution said. 


Bankers National Cuts Female Risk Rates 


Bankers National Life is preparing to issue special policies with more favor- 
able rates for female risks. At present, plans are to issue life paid up at age 65 
and 20 payment life, both on a guaranteed cost basis. The policies will have 

(CONTINUED ON PAGE 16) 


Subjects, Faculty 
Listed for Seminar 
for Life Executives 


Many Insurance Leaders to 
Instruct at Intensive Four 
Week Course at Lake Placid 


NEW YORK—The study topics for 
the seminar in life company manage- 
ment to be conducted by the Graduate 
School of Insurance Administration 
have now been selected and most of 
the faculty mem- 
bers have been ap- 
pointed, according 


to Dr. J. Owen 
Stalson, director of 
the school. 


The seminar will 
be Sept. 12-Oct. 7 
at the Lake Placid 
Club, Lake Placid, 
N. Y. Among those 
already enrolled as 
students are exec- 
utives, including 
one president, from 
both large and small companies. En- 
rollment, which is continuing, indi- 
cates that the student group will show 
a good representation of regions, com- 
panies, and company departments. 

The seminar is designed to train men 
not in any specialty but in manage- 
ment principles and administrative 
techniques applicable to any depart- 
ment. It is a course in advanced man- 
agement for executives of proved qual- 
ity and more than average promise 
who are being considered for broader 
assignments. It is not a program solely 
for actuaries, or agency executives, or 
underwriters, or other special fields. It 
is for executives—supervisors, mana- 
gers, and junior officers primarily— 
from any and all departments. 

The Graduate School of Insurance 
Administration, which has its head- 
quarters at Greenwich, Conn., has now 
been incorporated in that state, with 
charter powers which include the right 
to award degrees. In addition to sem- 
inars for seasoned executives, the 
school looks forward to the time when 
it can offer a master’s degree in insur- 
ance administration for college gradu- 
ates who are already employed by some 
life company or are planning to enter 
the business. Eight months of study 
would be required to earn such a de- 
gree, but the course work might be ex- 
tended over three or four alternate pe- 
riods of full-time school work and 
full-time work for a life company. 

Among the school’s recent additions 
to its faculty are Grant L. Hill, vice- 
president and director of agencies. of 
Northwestern Mutual Life, and George 
Willard Smith, chairman of New Eng- 
land Mutual Life. M. Albert Linton, 
chairman of Provident Mutual Life, 
has recently become a member of the 
school’s visiting committee. The school 
plans to secure a faculty of 40 to 50 
outstanding life company executives, 
not all of whom will teach in any indi- 
vidual seminar. However, a faculty of 
(CONTINUED ON PAGE 14) 
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Dr. J. Owen Stalson 








































































































New business figures include the following amounts of revivals 
2$686,756; $34,126,018; 4$5,044,903; 5$4,566,839; $486,226; $1,995,679; &: 


$5,775,037; $1,253,966. 


status appeared to be in doubt until 
the ruling, includes John O’Shea, An- 





chorage (representing the life indus- 
try); Kenneth A. Murray, Fairbanks 
agent, and Curtis G. Shattuck, Juneau 
(fire and casualty); Ben Crawford, An- 
chorage banker; and T. S. Ganty, Peli- 
can, (representing the public). 











This is the third of a series of advertisements 
about Kansas City — and Kansas City Life. 


Plain Talk 


rom Kansas City 


Out in Kansas the combines are rolling. From sunrise to sunset — and even after 
darkness — there’s activity in the fields. Every morning the farmers look sharply at 


the sky. “Is it going to rain?” And they work, work. 


Then the harvest is over and the grain is moving to market — by train and truck — 
from the wheat fields it goes to the Kansas City market. 


* * * 


There’s something “special” about Kansas City — something fine — that makes it a 
good market for the Kansas farmer. It’s a friendly spirit that’s as sincere as the firm 


clasp of a hand 


There’s something “special” about Kansas City Life Insurance Company, too. Some- 
thing fine! It’s this same Kansas City spirit. Because we're close to the Heart of 
America we are specially sensitive to America’s life insurance wants. Our location 
is a great advantage to us in giving service to every section of the country. 


KANSAS CITY LIFE INSURANCE CO. 











Slate Richardson 
for LAA President 


A. B. Richardson, director of public 
relations of Life of Georgia, has been 
nominated for election as president of 
Life Insurance Advertisers Assn. at the 
annual meeting Sept. 14-16 in New 
York City. A. H. Thiemann, 2nd vice- 
president of New York Life, is retiring 
president. 

Other nominees are H. M. Kennedy, 
director of advertising of Prudential, 
vice-president; E. P. Leader, advertis- 
ing manager of Bankers Life of Iowa, 
secretary; Harvey Kesmodel Jr., sales 
promotion manager of Sun Life of Bal- 
timore, treasurer; and Goldie Dietel, 
publicity assistant of Equitable Society, 
editor. 

Nominated to serve on the executive 
committee were Mr. Thiemann, R. S. 
Haggman, director of public relations 
of Kansas City Life, L. E. Harwood, 
director of public relations of South- 
western Life, R. L. Hindermann, di- 
rector of public relations of Pan-Amer- 
ican Life, D. E. Lynch, director of pub- 
lic relations of Mutual Benefit Life, 
and W. A. Neville, advertising man- 
ager of Great-West Life. 

The nominating committee was 
headed by Jack R. Morris, vice-presi- 
dent of Business Men’s Assurance. 





Publish 1955 Edition of 


cI a ca 
Hine’s Legal Directory 

The 1955-1956 edition of Hines Le- 
gal Directory has been published. This 
is a listing of insurance and trans- 
portation defense counsel in the U. S. 
and Canada and there are supplemen- 
tal listings of handwriting experts, in- 
surance companies, company groups, 
insurance and transportation organi- 
zations, state insurance officials and 
transportation lines. 

The new edition contains 550 pages. 
Copies can be secured from Hines at 
P. O. Box 1, Glen Ellyn, Il. 
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Home Beneficial, Va. . 99,103,715 93,27 ,681, x F : erwriters at St. Louis the we 
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Republic National 153,113,456 94,999,366 103,357,429 54,048,26 : } the 1955 Round Table 

Shenandoah Life 12,521,494 14,653,020 —4,876,575 3,345,288 Moore said he felt he had no basis for ‘ . 

Standard, Ore. 21,063,652 12,298,417 16,044,708 7,651,717 doing so. As a result, an expected legal As reported in THE NATIONAL UNDER. 
State Mutual Life 143,381,290 105,162,966 «107,722,489 58,907,1 aes : see 
Union Labor Life 7,101,572 15,465,531 —6,288,713 27,596,556 SKirmish will not materialize. WRITER of July 8, the other speakers 
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on eo “y aan and increases: 7$4,731,284, Which took office July 1, but whose Sion will be R. L. McMillon, agent of 


Business Men’s Assurance at Abilene, 
Tex., and G. S. Cutini, Life of Georgia's 
director of training. 





Bradshaw Gets Reins 
of Oklahoma Assn. 


Claude Bradshaw, Mutual of New 
York, Stillwater, is the new president 
of Oklahoma Life Underwriters Assn, 
replacing P. B. Noah, American Na- 
tional, Oklahoma City. 

Others chosen at a meeting in Okla- 
homa City are A. J. Rawlings, Equit- 
able Society, Lawton, 1st vice-preident; 
Thomas C. Kennan, Metropolitan Life, 
Oklahoma City, 2nd _ vice-president; 
William Simpson, Equitable Life of 
Iowa, Bartlesville, 3rd vice-president, 
and Charles S. Caldwell, Life of Vir- 
ginia, secretary. 

State association dues were in- 
creased 50 cents to $1.50 per member. 
The 1956 sales congress will be held 
Feb. 4. 

Some 25 officers of local associa- 
tions attended a leadership training 
school held at the Oklahoma A&M 
campus at Stillwater, 





CLUs at Philadelphia Meet ‘ 


Philadelphia CLU chapter heard : 
panel discussion on the purpose 
advantages of CLU at a luncheon meet 
ing sponsored by Philadelphia Nationa 
Bank. 

Speakers were A. C. F. Finkbiner Sr, 
Northwestern Mutual Life; J. H. Pen- 
nock, Penn Mutual Life; J. R. Wilhelm, 
Connecticut Mutual, and T. C. Hughes 
Philadelphia National Bank. 





Fourteen agents of Provident Matuil 
Life attended the week-long orienta 
tion school at the home office fo 
lectures and seminars on sales 
programming. 





MANAGEMENT 
CONSULTANTS : 











Consultants 


i Marketing and Management 
for the Insurance Business 


FRANK LANG and ASSOCIATES 


1 NORTH LA SALLE STREET 
CHICAGO 2, ILL. FRANKLIN 2-2795 
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| Union Mutual Holds Sparkling Sales Card, 
Production Sights Are Put at High Level 


sales. He remarked that with over half 
a million dollars in force Union Mutual 


is changing from a big small company Pitalization contracts. 1950 5 260 
to a small large company. Mr. Russ, who is in charge of the | 1054 AAA 


Mr. Denda spoke briefly on some 2 A 
Union Mutual “firsts,” such as the ClUding speaker on the first day. He 
company having written the first 
endowment policy in America in 1850, 
substandard in 1860 and being the 
first New England company to write 


Union Mutual Life held a four-day 
biennial sales conference at Bretton 
Woods, N.H., last week attended by a 
group of nearly 300 agents, managers 
and their wives. The theme of the 
gathering was “The Forward Look”. 
Union Mutual is 107 years old, the 
eighth oldest life company in the 
country. 

At the Bretton Woods meeting sev- 





W. B. Drummond Rolland E. Irish 


eral important announcements were 
made, among them being that the com- 
pany has already achieved its 1955 
goal of $500 million of insurance in 
force. While no public statement of 
a five-year plan is to be made, the 
agency department and field organiza- 
tion have a strong determination that 
the company will have $1 billion in 
force before the end of 1960. 

After 45 years with Union Mutual, 
Wadleigh B. Drummond is to retire as 
chairman of the board, although he 
will continue to function as chairman 
of the finance committee and a mem- 
ber of the directorate. His father and 
grandfather both were members of 
the board of directors, and the Drum- 
mond name has been an illustrious one 
in Union Mutual history. 

Other announcements of _ special 
interest to the field force were the 
notice of a sharp reduction in waiver 
of premium rates and the news that 
the company is bringing out a new 
$5,000 minimum, low rate paid up at 
90 policy, with three attractive options, 
called the “executive”. 


During its recent history, President 
Rolland E. Irish has been the guiding 
spirit of the company. In May his 21st 
anniversary was celebrated with a 
record-breaking one-month produc- 
tion. He has brought the company to 
the forefront, expanded its operations, 
and made it a recognized factor in the 
business. 

At the get-together luncheon on the 
first day, it was announced that James 
M. Voss, Boston, was the leading 
producer during the recent “Irish 
Month” drive in honor of Mr. Irish’s 
2lst anniversary. Nathan Metzger, 
Richmond, Va., was second. Wesley E. 
Becker, St. Louis, was given a special 
introduction for having produced at 
least one application a week since 
1936. Andrew P. Lee, New York, and 
Charles T, Kingston, Hartford, got a 
round of applause when it was an- 
nounced that they now are both life 
members of the Million Dollar Round 
Table. 

Four of the company’s vice-presidents 


were the speakers at the initial busi- 
| fess session: John R. Carnochan, 7 
i Michael J. Denda, Alfred W. Perkins 
) and Robert C. Russ. Director of Sales 
| Training B. Richard Markham pre- Uy 
| Sided. Mr. Carnochan predicted a 7/7 
_ Period of keener competition in and 7X 
‘out of life insurance, continuing gen- 


eral prosperity and a high level of 


XUM 


a juvenile policy. He exuded optimism pany will have $43 million of group in 


'4 in discussing the future, pointing to D> 
© the population growth, the increase force at the end of 1955. Venturing a 


f in all incomes, the rising and expand- 
ing economy and the fact that today 
the real market for life insurance is 
with all of the people, not a limited 
ercen i f 

rnly, DOG, Gf incumes Wore in the that there will be more $2,500 and 
$3,000 to $10,000 bracket. Today the 
figure stands at 58%. 


Mr. Perkins discussed the trends in efits, that group major medical is just 1950 eins 42 


ity law, and the recently enacted and 
proposed laws to make cancellation 
more difficult. He predicted more em- 
phasis will be put on total disability 
and less on partial, and that one possi- 
ble answer to rising hospital costs 
might be a deductible clause in hos- 


group life department, was the con- 


traced the company’s growth in the 
group field, saying there are now 
1,327 group cases in force, that only 


four Union Mutual agencies produced 1950 GAZA 28 
no group last year, and that the com- 1954 EE 


prophecy, Mr. Russ said there will be ro 
a big growth in the number of:small 1950 
group cases of from 10 to 25 lives, 1954 as 22 
that dependant group coverage for 
wives and children will increase, and 
fewer $1,000 group policies written Li. 
in the future. He said that unions will 


demand and get larger retirement ben- ALL OTHER PLANS 


the A&H field, mentioning particularly at the beginning of its development, 1954 


the new importance of the FTC, pro- it li is- 
posed amendments to the social secur- eal 8 eae i ul 








FOUR YEAR CHANGES IN 


LIMITED PAYMENT LIFE INSURANCE 


1950 ss 
1954 68 


ENDOWMENT INSURANCE 


FAMILY INCOME & OTHER 
COMBINATION PLANS 


EMPLOYER-EMPLOYEE GROUP 
TERM INSURANCE = 


Institute of Life Insurance 





LJFE INSURANCE OWNERSHIP 
(In Billions of Dollars) , 


STRAIGHT LIFE INSURANCE 


85 
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THE LEADERS WILL 
CELEBRATE 


N ational Life’s leading Field Men, — several hundred of them, 
— will qualify on their 1955 records to attend four regional 
Leaders’ Meetings to be held next April, in the following inviting 
locations: 
Hotel Westward Ho, Phoenix 
Hotel Royal York, Toronto 
Hotel Roosevelt, New Orleans 


Hotel Daytona Plaza, Daytona Beach 


THE 
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Mutual Benefit Breaks 
Ground for New Office 


Chairman W. Paul Stillman, Presi- 
dent H. Bruce Palmer, company offi- 
cials, former employes, city and state 
officials participated in ground-break- 
ing ceremonies marking the start of 
construction of Mutual Benefit Life’s 
new home office in Newark. 

The chairman and Mr. Palmer, who 
introduced him, turned spadefuls of 
earth. The company stands on the 
threshold of a new day of progress, a 
new era marked by the ground break- 
ing, Mr. Palmer said. He paid tribute 
to the city administration for provid- 
ing an environment in which business 
may operate successfully. 


George H. Bailey, 96, oldest living 
former employe, took part in the cere- 
mony. Mr. Stillman termed him a sym- 
bol of a long line of loyal employes 
who made the company great. 

Also participating were James S. 
Drewry, general agent in Cincinnati, 
who retired in 1950 after 52 years with 
the company, and Mayor Leo P. Carlin. 





Bankers National Record 


Bankers National Life ordinary sales 
increased 46% in June, making it the 
largest June in company history. 

Ordinary sales increased 21.5% for 
the first six months and ordinary in 
force increase was 35.8% greater for 
the same period. Average size ordinary 
policy in the first six months was $8,- 
071. 











CRAWFORD H. ELLIS 
President 
EDWARD G. SIMMONS 
Executive Vice-President 
KENNETH D. HAMER 
Vice-President & 
Agency Director 





NEW ORLEANS. U.S.A. 


“| NEVER GAVE IT 
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You should, Mister Agent... 
Our training, topnotch sales aids 
and individualized policies to 
meet individual needs are 
designed to make 


more money for you under 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your tax 
problems may be simplified and savings effected. Correspondence Invited. 
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340 Pine Street, San Francisco 4, California 
Sevthern Colifornia & Arizona Branch Office 
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NALC Names Murphy 
Executive Director, 
Roberts Secretary 


D. D. Murphy, former insurance 
commissioner of South Carolina and 
past president of 
National Assn. of 
Insurance Com- 
missioners, has 
been appointed 
executive director 
of National Assn. 
of Life Companies, 
Ine. 

Mr. Murphy, a 
resident of Colum- 
bia, is vice-presi- 
dent of Columbus 
National Life. He 
was chairman of 
the NAIC committee which worked out 
basic reforms in life insurance sales 
on military reservations in 1953. 

DeWitt H. Roberts, former director 
of research in Georgia executive de- 
partment and former southern region- 
al chairman of wage _ stabilization 
board, was named executive secretary 
of NALC. 

The association, with 100 members 
and headquarters at Atlanta, is en- 
gaged in research and service and is 
making a study of methods for devel- 
oping better trained field and sales 
staffs. 





D. D. Murphy 





Travelers Appointments 


Travelers has made these appoint- 
ments: 

John R. Turner, assistant manager 
at Worcester, has been transferred to 
Hartford. 

Stanley F. Hopper, agency service 
representative at Oklahoma City, has 
been named field supervisor there. 

Appointed field supervisors were 
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George K. Salt, Miami, Walter R. 
Tweddell, Quebec, and Charles E. Ost- 
walt, Charlotte. 

Franklin W. Gogins Jr., field super- 
visor at Duluth, has been transferred 
to Milwaukee. 

Appointed agency service represen- 
tatives were Hal G. Tippett, Colum- 
bus, O., Richard M. Quackenbush, Des 
Moines, Glen W. Dahl, St. Louis, and 
William O. Tielert, Bridgeport, Conn. 

B. H. Taylor, agency service repre- 
sentative at Lubbock, Tex., has been 
transferred to Dallas. 


Gleaner Life Stages Annual 


Conference for Leaders 


The annual agency conference of 
Gleaner Life, held at Syracuse, Ind., 
was attended by 62 agents, their wives 
and guests making the gathering the 
largest held in recent years. 

Talks were made by J. Lee Strachan, 
chairman of the supreme council; R. 
G. Ransford, president; Alden Palmer, 
Insurance R. & R.; M. J. Emerson, as- 
sistant superintendent of agencies for 
Lutheran Brotherhood, and Richard E, 
Henne, field superintendent. There 
also were several panel discussions by 
leading agents. 

Special recognition was given to 16 
agents who passed the associate FIC 
course during the past year. 

Mr. Ransford in his talk noted the 
company had a 41% increase in busi- 
ness for the first five months of 1955. 
He commented that one-third of those 
who qualified to attend the conference 
were in their first year of company 
service. 

Mr. Henne introduced the company’s 
latest package sales tool, a special plan 
book giving complete illustrations at 
various insurance ages on_ various 
available policies. 


Midland Mutual Life has designated 
John R. Carpenter, Fairmont, W. Va., 
man of the month for outstanding per- 
formance in May. He has been in the 
business since 1952. 
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N. E. Mutual Names 
Steger at Chicago 


Russell W. Steger, former Univer- 
sity of Illinois football great and a 
; ee member of the 
1954 and _ 1955 
Million Dollar 
Round Tables, has 
been appointed 
general agent at 
Chicago for New 
England Mutual 
Life. He replaces 
William M. Bram- 
hall who is retir- 
ing because of ill 
health but will 
continue with the 
Field building 
agency as associate general agent. 

The company had scheduled a 
luncheon at Chicago Thursday at 
which Mr. Steger was to be honored. 
The home office was to be represented 
by Lambert M. Huppeler, agency vice- 
president, and Robert Armstrong, 
midwest director of agencies. 

Starting as a part-time agent for the 
company at Champaign in 1949 when 
a senior at Illinois, Mr. Steger became 
a full-time producer there the follow- 
ing year. At 29 he becomes one of the 
youngest general agents New England 
Mutual ever has had. He is a past 
president of Champaign Life Under- 
writers Assn. and has been a frequent 
speaker at agents’ sales gatherings. 
He has addressed the giant sales con- 
ferences held annually at Decatur, II1., 
and Davenport, Ia., and last year was 
a member of the sales caravan which 
toured North Carolina. In 1954 he was 
the fourth largest individual producer 
for New England Mutual. 

Malcolm Jeffries, for five years with 
Connecticut Mutual at Chicago, most 
recently as brokerage manager, has 
joined the Steger agency and will head 
the brokerage operation. 





Russell W. Steger 





Dunn Succeeds Cundy in 
N.M. for N.W. Mutual 


Jack Dunn, Northwestern Mutual 
agent in Phoenix, will become general 
agent of the New Mexico agency in 
Albuquerque Aug. 1, succeeding How- 
ard L. Cundy, who is retiring. Mr. 
Cundy will continue in Albuquerque as 
a personal producer. 

Mr. Dunn joined Northwestern Mu- 
tual in 1947 at Phoenix. He was a 
member of the 1953 Million Dollar 
Round Table and has a record of more 
ag 375 weeks of continuous produc- 
ion. 





American College to 
Honor 1930 CLU Class 


The CLU class of 1930 will be hon- 
ored at the annual conferment dinner 
and exercises of American College and 
American Society of CLU Aug. 24 in 
St. Louis. 

A special table will be reserved for 
members of the 25-year class, third 
graduating class after American Col- 
lege was incorporated in 1927. Dr. S.S. 
Huebner, president emeritus of the col- 
lege, has invited all living members 
whose addresses are known to attend. 
The class had 108 members, of whom 
22 have died. 

Dr. Huebner will administer the pro- 
fessional charge to this year’s class at 
the conferment. Dr. George L. Cross, 
president of University of Oklahoma, 
will give the address. 


R. E. Loewenberg Cited 
by Mass. Mutual Life 


Massachusetts Mutual Life awarded 
a plaque to Ralph E. Loewenberg of 
Donald C. Keane agency in New York 
City as “man of the year” at the east- 
ern regional conference which was 





held in Swampscott, Mass. 

With the agency since 1927 Mr. 
Loewenberg has qualified for Million 
Dollar Round Table every year since 
1944, He sold $2.25 million last year. 

Vice-president Charles H. Schaaff 
presented the plaque to Mr. Loewen- 
berg and also cited Vincent J. Ashton 
of John E. Kenny agency in New York 
City and Carman B. Hill of Syracuse 
agency. Mr. Ashton, with the company 
a year, and Mr. Hill, who joined in 
1953, led their classmates in the 27th 
and 28th home office career schools, 
respectively, in the six months’ com- 
petition following the schools in vol- 
ume lives and commissions. 


Show Costs of New Age 


for Women’s Retirement 

WASHINGTON—Rep. Cooper of 
Tennessee, chairman of the ways and 
means committee, summarized the new 
social security bill and gave figures 
indicating that, under the proposed re- 
duction of women’s retirement age 
from 65 to 62, $389 million would be 
paid to 780,000 beneficiaries next year. 
These figures would increase to $1.8 
billion benefits and 2.56 million per- 
sons by the year 2020. 

Under the provisions for disability 


benefits after age 50, Rep. Cooper’s 
figures indicated $200 million would 
be paid to 250,000 beneficiaries next 
year. This would rise to $1 billion and 
1.2 million beneficiaries in 2020. Mean- 
while, cost in percentage of payroll 
bt gg rise from 0.11 in 1956 to 0.37 in 





‘B.M.A. Licensed in Georgia 


Business Men’s Assurance has been 
licensed in Georgia and is now in 37 
states, District of Columbia and Ha- 
waii. The company has offices in more 
than 70 cities. 





WHO WRITES WHAT? 


WE DO! 


What can you, as a broker, recommend when a prospect is thinking about an annuity 
but doesn’t know exactly when he would like to quit work and have that income 
begin? Northwestern National Life’s Single Premium Deferred Annuity and its Annual 
Premium Retirement Annuity Without Insurance both enable the annuitant to post- 


pone deciding when benefits shall begin. 


The Single Premium Deferred Annuity enables the purchaser to deposif at 
interest a single sum at any age from O to 70, and to begin enjoying the income 


from that fund at any future time up to age 75. 


The Annual Premium Retirement Annuity, issued from 15 to 65, provides un- 
usually flexible options for retirement at any time between ages 50 and 70. Advance 
premiums payable when desired at guaranteed discount of 22% per year com- 
pounded annually. Death benefit equals premiums paid or cash value, whichever 


is greater. 


N.B.: Many a broker has clients who are in position to benefit from provisions 


in the Federal tax law relating to gifts. Life insurance and annuities can qualify as 


valid gifts under the new tax law and may effect substantial savings for the client. 


For those prospects, either of the above annuities are among a large number of 
NWNL plans which can admirably fill the bill. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experience in brokerage tewice 
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A fast growing, progressive company. 
A definite plan for advancement. 

A new and modern contract. 

A liberal financing plan. 

A bonus of $1.50 per thousand on paid 
business for NQA winners. 

A bonus of $550.00 for receiving 
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Write: G. Frank Clement, 


Vice President in Charge of Agencies 
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Huebner Foundation 
Makes 20 Grants for 


Study in Insurance 


The administrative board of S. S. 
Huebner Foundation for Insurance Ed- 
ucation has made fellowship and schol- 
arship grants for 1955-56 to 20 persons 
to enable them to pursue graduate 
study in insurance for a PhD degree in 
order to prepare for insurance teaching 
careers in colleges and universities. The 
grants vary in amount from $400 to 
$3,200. 

Dr. James L. Athearn, assistant pro- 
fessor, Ohio State University, received 
a post-doctoral fellowship. Receiving 
fellowships were Walter W. Dotter- 
weich, assistant professor Butler Uni- 
versity; John W. Hall, instructor Uni- 
versity of Kansas; Donald R. Johnson, 
instructor Huntington College; Jonas 
E. Mittelman, instructor University of 
Buffalo; Archie J. Nichols, instructor 
Valparaiso University. 

Also, Jesse F. Pickrell, associate pro- 
fessor North Texas State College; Glen 
L. Taylor, instructor North Texas State 
College; James B .Wickman, instructor 
University of Washington; Arthur L. 
Williams, instructor Pennsylvania 
State University; David L. Bickelhaupt 
of Saratoga Springs, N. Y.; G. Victor 
Hallman II of Moorestown, N. J.; Don- 
ald J. MacDonald of Calumet, Mich.; 
LeRoy L. Phaup Jr. of Haddonfield, N. 
J.; Paul P. Rogers of Des Moines, and 
Raymond G. Schultz of Pasadena. 

Scholarship recepients were Thomas 
V. Gallagher of Philadelphia, James D. 
Hammond of Maryville, Mo., Michael 
L. Kearney of Burbank, Cal., and 
Stuart Schwarzschild of Richmond, Va. 


Has $10 Income Disability 


Bankers Life of Des Moines is now 
offering a $10 income disability bene- 
fit and has discontinued offering the 
old $5 benefit. This benefit may be at- 
tached only to policies issued on male 
lives (with earned income) between 
ages 18 and 55 and will not be at- 
= to any policy of less than $2,- 
500. 


Attend Pacific Mutual Loan Course 

Pacific Mutual Life conducted a 
two-week home office training pro- 
gram for eight members of its mort- 
gage loan branch offices. 








Exception Deadline 
Extended on Travelers 


TV License Hearing 


WASHINGTON—Federal communi- 
cations commission has extended to 
July 21 the period in which exceptions 
may be filed to Examiner Litvin’s de- 
cision in favor of Travelers’ application 
for a license to operate a television sta- 
tion in the Hartford area. 

The request for the extension was 
made by Curtis Plummer, chief of 
FCC’s broadcast bureau, which occu- 
pies status similar to that of other 
parties in a TV license case. Mr. Plum- 
mer’s request does not necessarily 
mean that the bureau is oposing the 
decision. Such a request might be made 
if the bureau was only in disagreement 
with the language of the decision. 

Because of the extension of time, Leo 
Resnick, counsel for Hartford Telecast- 
ing Co., rival applicant for the license, 
has delayed filing his exceptions and 
supporting brief. 





Clyde Manion Named Honor 
Award Agent for Equitable 


Clyde J. Manion, former catcher for 
the Detroit Tigers and a life under- 
writer for more than 20 years, was 
named honor award agent of Equitable 
Society at the meeting of the com- 
pany’s general agents and managers 
in Atlantic City. 

Mr. Manion was presented with a 
gold medal and cited by Equitable’s 
president, Ray Murphy, for his con- 
tributions to sports and community 
activities as well as for his life 
insurance achievements. 

He is with the C.L. Lundgren agency 
at Detroit and has been among the 
company’s top agents, producing more 
than $1 million annually since 1950. 
He was also a catcher with the old St. 
Louis Browns and Cincinnati Reds 
before retiring from the major 
leagues in 1934. 





Philadelphia Life Sales Rise 32% 

June sales of Philadelphia Life were 
up 32%, bringing the increase in paid 
business to 28% for the year. It was the 
39th consecutive month in which pro- 
duction increased over the same month 
of the previous year. 
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Federal Employe A&H 
Bill Would Provide 
_ Basic, Major Medical 


A bill to carry out the administra- 
5 tions federal employe contributory 
: group A&H program has been intro- 
duced by Senators Johnston of South 
Carolina and Carlson of Kansas. It 
’ would authorize the civil service com- 
» mission to administer the program. 
_ An employe would have the choice 
\ of two types of coverage: local, non- 


In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to 
top rank standing 
in the Big Tree 
Leaders Club with- 
in his first year, and 
to production lead- 
ership of the W. W. 
Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 


Pacific 
racitic 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 +: ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 


Whim 


profit plans, such as Blue Cross and 
Blue Shield, non-profit plans furnish- 
ing health services, employe-sponsored 
plans, or indemnity plans, providing 
75% of employes in a particular oper- 
ation decided on such a plan; or uni- 
form national indemnity plan, con- 
tracted for by the commission. 

Prepayment group plans, group 
practice prepayment plans, and insur- 
ance companies’ facilities could be 
utilized. In any case the federal gov- 
ernment’s contribution would be lim- 
ited to a third of premium, or $52 a 
year for employes with dependents or 
$19.50 for single employes, whichever 
is less. Under the uniform indemnity 
plan, the cost to a single employe could 
not exceed $39 a year, and for employ- 
es with dependents $104 a year. 

Major medical also would be avail- 
able, with a $10,000 limit. The employe 
would meet the first $100 of expense 
after the expiration of basic benefits 
before the policy would become effec- 
tive, and after it came into effect he 
would be assessed 25% of costs up to 
the $13,333 ceiling. Costs exceeding 
the ceiling limit would be borne entir- 
ely by the employe. 

Rates and maximum expense and 
risk charges of the uniform policy 
bought by the commission would be 
subject to readjustments based on low- 
est rates generally charged for new 
group health policies with similar ben- 
efits to large employers. 

The civil service commission would 
have the right to approve any par- 
ticipating insuring program and it 
would be authorized to issue rigid re- 
gulations governing transfer from one 
plan to another to avoid adverse se- 
lections to any one plan. An advisory 
board of five to 11 federal employes, 
appointed by the civil service commis- 
sion chairman, would advise on policy 
matters. 

The uniform policy purchased by the 
commission would provide board and 
room benefits up to 70 days of hospital 
confinement at not more than $15 daily 
and $300 would be allowed for other 
hospital services and supplies. Mater- 
nity benefits in lieu of all other hospit- 
al benefits would be included, with 
maximum benefit of $125 per preg- 
nancy. Surgical benefits would be lim- 
ited to $250, $75 for delivery of child 
but $125 for caesarean. The commission 
could change the benefits after con- 
sulting the advisory committee. 

The House committee on post office 
and civil service ordered favorably re- 
ported the Senate bill to amend the 
federal employes’ group life act to 
take care of members of employes’ 
beneficial associations. 





Slates Four 1956 Conventions 
Lincoln National Life in 1956 will 
hold conventions at the Homestead, 
Hot Springs, Va.; Greenbrier, White 
Sulphur Springs, W. Va., and Hotel 
del Coronado, Coronado, Cal. Two con- 
ventions will be held at the Homestead. 
The qualification period for next 
year’s meetings, for which dates will 
be announced later, is now under way. 


Sells Ordinary on Debit Plan 

Guaranty Union Life of California 
is now offering its complete line of 
ordinary contracts on a monthly debit 
plan. The company added an industrial 
department about two years ago. Only 
term and deferred annuities will be 
excluded from the monthly debit 
system. 








Baltimore Has New Preferred Plan 

Baltimore Life has introduced a pre- 
ferred class life paid-up at 75 policy 
issued in minimum amounts of $15,000. 
The company has also added a 30 year 
plan to its mortgage payment policies. 


FTC Cites 3 More 


Insurers for Ads 


WASHINGTON—Federal trade com- 
mission has issued complaints against 
three more insurers in the A&H field. 
Companies, hearing dates, cities are: 

Inter-Ocean, Sept. 8, Cincinnati. 

Washington National, Sept. 14, Ev- 
anston, Ill. 

Craftsman, Sept. 19, Boston. 

All three companies are accused of 
misrepresenting in their advertising 
the benefits of their policies. 

The complaints are based on adver- 
tising used by insurers before the in- 
vestigation began and before codes 
prescribing advertising standards ‘and 
practices were voluntarily developed 
by the A&H business last year, accord- 
ing to Joint Committee on Health In- 
surance. 


Conn. Mutual Reaches 


$3 Billion in Force 


Connecticut Mutual Life has become 
21st life company in the U.S. to reach 
the $3 billion in force mark. It is one 
of three companies which reached that 


mark without writing group or indus- 
trial. 

June sales of $36,210,002 brought 
the six-month total to $201,310,838, up 
$23 million or 13%. The June total, up 
$6 million, was third highest monthly 
volume in history. The top two months 
were March, which holds the record 
with $38,686,000, and January. 

Gain of in force for the first half 
was $128,208,556, increase $12,193,899. 


Report Dallas Insurer 
Buys LaSalle Casualty 


DALLAS—Acquisition of 93% of the 
stock of LaSalle Casualty of Chicago 
by American Atlas Life of Dallas was 
announced here by J. A. Irwin, presi- 
dent. 

American Atlas, which operates in 
15 states, was founded in 1953 and at 
the end of 1954 had assets of $272,031, 
capital and surplus of $113,249 and in- 
surance in force of $999,654. 

A chief executive officer of LaSalle 
Casualty refused to comment on the 
reported sale. LaSalle in 1954 had net 
premium of $1,913,745, most of which 
was individual A&H. Assets at year end 
stood at $725,653 and surplus to pol- 
icyholders at $339,128, including cap- 
ital of $250,000. 
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methods are forgotten. 
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While “YOU, Inc.” training necessarily deals with the tech- 
niques of successful selling . . . each of these is related to a 
well-defined principle which gives it strength and reason. 


For that reason most of the training time is 
devoted to discussion . . . little to 


memorization. 


Stated simply, “YOU, Inc.” J 
training is predicated on the belief ” 
that an agent isn’t fully trained uniil 


knows why as well as what! 
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Since its inception, Cal-Western’s “YOU, Inc.” training program 
for agents has attracted interest from many segments of the life 
insurance industry. If the program has enjoyed above-average 
success, we believe it is due, first to extremely careful selection 
standards, and second to certain basic concepts around which 
“YOU, Inc.” is framed. In this series of messages, we present some 


of these concepts .. . 


not in the spirit of boastfulness . . 


. but 


because they may be of value to the industry as a whole. 


California-Western States Life 
Insurance Company 


HOME OFFICE: SACRAMENTO 
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Great Southern Agents 
Plan August Meeting 


Qualifiers for Great Southern Life’s 
Great Southern club with their wives 
and home office officials will hold their 
annual meeting at the Baker hotel, 
Mineral Wells, Tex., during the week 
of Aug. 29. More than 175 field men 


qualified for the meeting, represent- 
ing 70% of all Great Southerners un- 
der contract on April 1. Qualification 
is based on $250,000 new paid volume 
during the year ending June 30, 1955, 
and this year’s membership includes 
32 first-year men who qualified on a 


Offices 


Confidence . . 
S on The Maccabees ‘team) . 


the honit Office, wo 


and ee 


pro-rata basis. 

Of the total, 60 qualified for the 
leaders legion, limited to those who 
pay for $500,000 during the year, led 
by D. L. Myrick, Lake Charles, La., 
with $1,727,502. 

Officers of the 1955 club are William 
Scott, president and James Teflos, vice- 
president. Paul Willmann is chairman 
of the leaders legion. 

Paid volume of the 188 qualifiers 
amounted to $76,592,371. For the com- 
pany paid business, exclusive of 
wholesale, totalled $92,701,187 for the 
year ending June 30. This represents 
an increase of 14% over the previous 
twelve months. 





opt stage costs on his direct mail! Lo 

“Final 
pretty confident: 
ecause he receives solid home office support . 


» 





. “sympathetic” underwriting . 





Sn 


THE 


The Maccabees Building 


in principal cities of the United States and Canada 


. n@donly in himself (he knows he must be sharp to be 

. but also in The Maccabees, who, through 

“their: ‘package insurance program offer plans to fit every primary need. 

2 W.,. Then, too, Mr. Maccabees Agent gets high-powered sales aids 

” FREE) to. produce” @ualified prospects. He doesn’t even have to pay 
7 


illy, of course, Mr. Maccabees: “Agent's income makes him a 
TelowmAnd he can expect it to increase still more 
. progressive field sonal 







—a Life Insurance Society 


Pru Divides Ill. Field, 
Makes Several Changes 


The district agencies department of 
Prudential has divided Illinois into two 
regions, Illinois 
state and greater 
Chicago. 

William Ingram 
formerly director 
of agencies for IIli- 
nois has been pro- 
moted to execu- 
tive director of the 
home office in 
Newark. John 
Gibson formerly 
associate director 
of agencies for 
Illinois is being 
raised to director 
of agencies in charge of 14 Illinois dis- 
tricts outside metropolitan Chicago. 
L. Lavern Wilkinson, manager in 
Belleville; Ill., will head the greater 





William Ingram 





L. L. Wilkinson John D. Gibson 
Chicago region as director of agencies. 
This will include all districts in the 
city plus Blue Island and Evanston— 
18 in ail. George Fint, training con- 
sultant, will succeed Mr. Wilkinson as 
manager at Belleville. 

Other appointments include: Robert 
Emerson, training consultant, to re- 
gional supervisor for Illinois state re- 
gion; John Marden, manager of Chi- 
cago regional agencies service division, 
to regional supervisor for the greater 
Chicago region; William Mandeville, 
manager of actuarial services, to man- 
ager, agencies service, Chicago region- 
al home office. Mr. Mandeville is be- 
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¢ Detroit 2, Michigan 
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ing succeeded by Thomas Fitz Maurice, | 
who was promoted from assistant : 
manager. 





Increases Polio Benefits 


In line with recent scientific ad. 
vancements in the prevention of polio 
General American Life has liberalized 
its group polio coverage at no increase | 
in premium. 

The company will now pay medical 
surgical and hospital expenses in ad. 
dition to basic benefits. Previously the 
basic benefits were part of the maxi. 
mum amount paid on polio claims. New 
provisions will apply to existing insur- 
ance. 





The period during which expenses © 
will be paid has been extended 
from within two years from the date of 
commencement of polio to three years, | 





Extends Substandard Issues 


Ohio State Life’s business men’s | 
special and modified three ordinary | 
life policies now will be issued to sub- | 
standard risks up to and including 
table F. The policies still are to be 
considered preferred risk contracts and } 
solicited on that basis. 

In the future, juvenile policies issued 
at an age under six months will be 
assumed to have full first year death 
benefits as soon as the insured child 
becomes six months of age. 


Columbus Board Elects 


Insurance Board of Columbus (0.) 
has installed William D. Kientz, McE]- 
roy-Minister agencies, as president; 
Henry H. Pierce, Jr., Pierce-Hadley 
Co., vice-president; Frank A. Jetting- 
hoff, Atkinson-Dauksch agencies, treas- 
urer; and Robert L. Henry, executive 
secretary. 








Raise for N. W. Mutual Employes 

A one year contract has been signed 
between Northwestern Mutual Life 
and 1,450 clerical and building service 
employes represented by Associated 
Unions of America. 

It is estimated the contract results in 
a 9% cent an hour raise, costing the 
company $268,000 annually. Salaries 
were increased an average of 4 cents 
an hour, with fringe benefits making 
up the balance. \ 


Pacific Mutual Picks N.H. for ‘56 

Bretton Woods, N. H., has been 
selected by Pacific Mutual Life as the 
site of its 1956 reunion conference of 
top star production leaders. The quali- 
fying period runs from June 16, 1955, 
through June 15, 1956, and those who 
meet the production requirements will 
meet at the Mount Washington Hotel, 
in late August. 

This year’s top star conference, for 
leaders of the 1954-55 big three club 
year, is scheduled to open at Lake 
Louise, Alberta, on Aug. 30, to be 
followed immediately by the national 
convention at Banff. 








i a 





Jefferson National Plans School 

New agents of Jefferson Nationa 
Life from Illinois, Michigan and Indi- 
ana will participate in a basic sales 
training school to be conducted in 
Indianapolis beginning July 25. 

The program, under the direction of 
the agency department, will cover 
fundamentals of life insurance and 
A&H marketing. Visual aids will be 
used and a new direct mail program | 
will be unveiled. 





North American Raises Retentions 


North American Life of Toronto has © 
raised its maximum retention from / 
$60,000 to $100,000 and will retain up | 
to $100,000 on standard lives at issue © 
ages 20 to 55. » 





Tucci Joins Occidental of Cal. 
Occidental Life of California has 
named Angelo M. Tucci Jr. assistant 
manager at Boston. He has been with 
Prudential in Boston for the past five 
years. i 
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A.W. Perkins Assesses A&H Future, Sees 
Non-Can, Programming as Bright Spots 


Many of the problems facing the 
A&H business in the next few years 
were assessed by 
Alfred W. Perkins, 
vice-president o 
Union Mutual 
Life, at a com- 
pany sales confer- 
ence in Bretton 
Woods, N.H. 

An especially 
bright spot in the 
future is guaran- 
teed renewable 
a ogg Mr. Per- 

ee kins said, terming 
Alfred W. Perkins that coverage the 
only answer to national criticism of 
A&H and a natural area for life agents. 
Slowly but surely companies, all 
faced with the question of cancellation, 
are being forced to change their 
present types of disability policies. 
Laws have been passed in several 
states and during the 1955 legislative 
session 56 bills were introduced in 











more and more 
men and women 
of many lands are 
taking advantage 
of the benefits of the 
unique, personalized 
service of the 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


CANADA (50 OFFICES) ¢ UNITED STATES 
and HAWAII (55 OFFICES) ¢ GREAT BRITAIN 
& NORTHERN IRELAND (26 OFFICES) ¢ RE- 
PUBLIC OF IRELAND e INDIA (4 OFFICES) 
ARGENTINA e¢ REPUBLIC OF THE PHILIP- 
PINES © PUERTO RICO e UNION OF SOUTH 
AFRICA @ SINGAPORE e SOUTHERN 
RHODESIA ¢ CEYLON e HONG KONG e 
CUBA e MALAYA e BERMUDA e BRITISH 
WEST INDIES e¢ DOMINICAN REPUBLIC e 
NETHERLANDS WEST INDIES @ BRITISH 
HONDURAS e BRITISH GUIANA 
MALTA e HAITI 


various states relative to cancellation. 

In the truly guaranteed renewable 
line, Mr, Perkins predicted that 
scheduled type policies will become 
prevalent. Accepting the idea of dis- 
ability coverage for protection, more 
emphasis will be placed on total dis- 
ability, less on partial, the latter 
becoming an optional benefit at a 
price. Waiting periods will become 
longer for both accident and sickness. 
There will be fewer exceptions and 
limitations. The aviation. hazard, for 
example, will be handled by an ex- 
clusion rider at the time of under- 
writing. Due to liberal court decisions 
there will be a return to the “any 
gainful occupation” type of disability 
clause. 

e e o 

Because of the steadily increasing 
cost of hospital care, Mr. Perkins said 
he believes there will be continued 
experimentation with deductibles for 
this coverage. This, he continued, is 
the only answer to increasing hospital 
costs. A road block to this trend, 
however, is the tremendous amount 
of “first dollar’? business now in force 
through Blue Cross plans. The public 
has become accustomed to having 
coverage that pays for the _ initial 
dollar of hospital expense, he com- 
mented. He said it is his hope it will 
be only a matter of time before Blue 
Cross adopts a deductible. 

Mr. Perkins observed that the 
“swapping dollar era” in hospital in- 
surance may be drawing to a close, 
to be replaced by an “insurance pro- 
tection era.” Fundamentally, he said 
this is the type of service all insurers 
should be granting. 

Considering major medical, Mr. 
Perkins said he does not believe the 
companies which have pioneered in 
this field are too happy with results. 
He averred there is more talk about 
the coverage than there are sales. A 
predominant number of sales have 
been made in the New York City, Chi- 
cago, and Los Angeles areas where 
the cost of medical care is the highest. 
Companies, consequently, have not 
obtained a spread and anti-selection 
has resulted. 


Despite this, Mr. Perkins said there 
will be an increase in the number of 
companies writing major medical. A 
basic reason is to keep the govern- 
ment out of insurance. The greater 
danger to the success of this coverage 
is duplication of payments through 
other insurance. If it is possible for 
a person to profit through major medi- 
cal, loss ratios will skyrocket. 

Disability programming was des- 
cribed by Mr. Perkins as the beginning 
of a great new field. He remarked that 
the public is becoming educated to 
the need and advantages of disability 
coverage. The amendments to the 
social security act, recently passed by 
the House, eventually in some form 
will become part of the OASI system. 
The agent then no longer will be able 
to dodge the subject of disability 
programming, it will be a coverage 
possessed in small degree by nearly 
everyone. 

Because of changes in the tax code, 
Mr. Perkins said top management now 
is cognizant of the feasibility of dis- 
ability coverage on key employes. 
Under certain conditions it now is 
possible to deduct premiums as a 


business expense, something an em- 
ployer can offer in competing for 
valuable personnel. He cautioned that 
only agents who are well established 
and are thoroughly familiar with all 
aspects of business insurance should 
spend time on key-man disability 
coverage. Many hours are involved in 
closing a key-man case. In addition, 
top management will not listen to 
everyone, meaning the agent must 
have position and prestige in the 
business. 

Referring to pressure exerted by 
state insurance departments for rate 
reductions, Mr. Perkins said it is 
recognized by the industry that lower 
levels can be obtained only through a 
partial sacrifice of agents’ commis- 
sions. He urged all agent associations 
to take steps to counteract this move- 
ment, and through a public relations 
program develop the concept of ser- 
vice, Presently, he said, departments 
are gathering statistics on rates and 
once correlated he predicted there will 
be demands for a lower level. 

A&H benefits on a monthly premium 
basis will be common, according to 
Mr. Perkins. Nearly everone budgets 
on a monthly basis today and com- 


panies will have to gear their pre- 
miums to such a basis. He said he 
feels 1t will improve persistency, es- 
pecially in the higher classifications. 
Companies will continue to experiment 
with substandard coverage. For cer- 
tain conditions an extra premium will 
be charged in place of attaching an 
exclusion rider. 





Hartt, Blakeman Named 


to Mass. Mutual Posts 


Dudley N. Hartt Jr. and Harold C. 
Blakeman have been appointed assis- 
tant counsel of Massachusetts Mutual 
Life. 

Mr. Hartt was with a Rochester law 
firm for eight years before joining the 


company’s law department as an 
attorney last year. 
Mr. Blakeman, who joined last 


month, was with U. S. Treasury De- 
partment for five years and was an 
attorney for eight years in the mort- 
gage loan and real estate department 
of Prudential in Chicago. 


Life Managers Club of San Antonio heard 
Marshall Bell, Bexar County (Tex.) legislative 
representative, discuss recent insurance legis- 
lation in the state. He said the Texas insur- 
ance legal code is now equal to any in the 
nation. 





Everyone is excited 
about Berkshire Life’s 


BUSINESS INSURANCE KIT 








... especially the Berkshire Life agents who 
now approach the sale of highly profitable 
business insurance with the same confidence 
as more familiar life coverages. This compact, 
uncomplicated kit is organized to sell the 4 
major types of business insurance: Key Man, 
Sole Proprietor, Partnership and Close Cor- 


poration. 








This is another of the fine “sales tools” Berkshire Life provides . 
its field force as part of its complete sales promotion program. 


KEEP YOUR EVE 


ON 


BERKSHIRE 


LIFE INSURANCE COMPANY 


Life, Annuities, Accident & Health and Hospitalization 


W. RANKIN FUREY, President © HIRAM S. HART, Agency Vice-President 
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Write Legibly, Save Your Company Money 


A new organization known as Hand- 
writing Foundation Inc., whose officers 
happen to be executives of pen manu- 
facturing companies, has taken on the 
task of rescuing the insurance business 
from what the foundation regards as 
a costly form of inefficiency—-poor 
penmanship. 

Handwriting Foundation’s avowed 
purpose is to “emphasize the impor- 
tance of handwriting to business men 
and employes, with particular regard to 
the relation of legibility to efficiency 
and economy.” A foundation survey of 
1,000 insurance companies of various 
types comes up with the startling dis- 
covery of ‘extensive losses due to illeg- 
ible handwriting.” 

The foundation backs up its state- 
ments with a very impressive bunch of 
statistics and miscellaneous findings: 
38% of the insurance company person- 
nel directors participating in the sur- 
vey said they placed “great value” on 
legible handwriting in appraising job 
applicants; 88% said handwriting was 
an important factor in hiring new em- 
ployes; 29% of the companies listed 
penmanship among criteria for promo- 
tions; and 47% blamed faulty hand- 
writing by office staff members and 
agents as a “significant” area of loss. 
A Texas company estimated it lost up 
to $5,000 a year from illegible hand- 
writing. The biggest complaint, said 
the foundation, was against agents who 
filled out forms illegibly. Poorly pen- 
ned account entries came in for much 
criticism. 

The survey quoted a Hartford insur- 
ance executive (name not given) as 
Saying his company had decided to cut 
premium rates by “as much as 15%” 
in order to meet competition from out- 
side the insurance business for the con- 
sumer’s dollar. 


“Other insurance companies have 
been cutting premiums, too, and al- 
though the companies have been hold- 
ing their own, there has been a revived 
interest everywhere to make up some 
of the lost revenue by eliminating ex- 
penses due to inefficiency,” the Hand- 
writing Foundation’s report adds. 

This rescue mission of the Handwrit- 
ing Foundation is certainly a move 
in the right direction, even though we 
find it a little hard to share the heady 
excitement that characterizes the foun- 
dation’s attitude. Perhaps, also, it will 
be just as well for the foundation if 
the insurance business doesn’t get too 
excited about improving handwriting. 
Consider what happens now: a hand- 
written form or memorandum comes 
in, the recipient is baffled by its illegi- 
ibility. He pens a note to the writer 
asking for clarification. The writer 
comes back with a more readable ver- 
sion. Obviously, this has involved far 
more wear on pens or pencils than if 
the original writer had written legibly 
in the first place. It is quite conceiv- 
able that the sale of pens would nose- 
dive as great masses of improved hand- 
writers got more and more years of 
wear from their pens. 

Perhaps one answer to the admitted- 
ly irritating problem of illegible hand- 
writing would be to teach youngsters 
in school to write and not print. Many 
children cannot read cursive writing, 
having been brought up on “manu- 
script” writing that looks like printing. 
As soon as they have to do any con- 
siderable amount of writing they of 
course find that printing is an impos- 
sible handicap. But in trying tc learn 
cursive writing they are forced to catch 
as catch can and the result is likely to 
be far from legible. 











PERSONAL SIDE OF THE BUSINESS 





Donald Dawson, Washington, D. C., 
attorney who is representing National 
Assn. of Life Underwriters in its fight 
to keep the government from taking 
over NALU’s Washington building site, 
and Ilona Massey, Hungarian-born 
actress, were married in Juarez, Mex- 
ico. Both are recently divorced. Mr. 
Dawson was a prominent figure in the 
Truman administration and two years 
ago narrowly missed becoming man- 
aging director of NALU. 


Charles W. V. Meares, vice-president 
of New York Life, has been elected to 
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the board of directors of National Mul- 
tiple Sclerosis Society. 


Thomas W. Melham, manager of the 
Manhattan agency of Prudential in 
New York City, was elected chief 
rabban of the Imperial Council of 
North America at the Shrine meeting 
in Chicago. He automatically will be 
elected imperial potentate of North 
American Shriners, the chief Shrine 
post on this continent, in 1957. He is 
a member of the Tripoli Shrine at 
Milwaukee where he formerly was 
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manager of the Prudential ordinary 
agency. 


E. A. Roberts, president of Fidelity 
Mutual Life, became a grandfather for 
the third time recently when his 
daughter-in-law, Mrs. Charles McRae 
Roberts, gave birth to a son, William 
A. Roberts. 


Dinwiddie Lampton Jr., vice-presi- 
dent of American L. & A. of Louisville, 
a company founded by his father, had 
a narrow escape from death as a result 
of having been bitten by a rattlesnake 
while spending a week-end in the 
country with his family. He was taken 
to a Louisville hospital by police car 
and after emergency treatment later 
spent 11 days in St. Anthony’s hospi- 


“DEATHS 


JAMES E. McABEE, 52, Jackson, 
Miss., with Woodmen of the World of 
Omaha for more than 21 years died in 
Jackson following a short illness. Mr. 
McAbee started with W.O.W. in North 
Carolina, advancing to manager for 
Iowa in 1941. Two years later he was 
transferred to Mississippi. 











FREDERICK J. CARR SJr., 43, assist- 
ant counsel of Massachusetts Mutual 
Life since 1952, died in a Springfield 
hospital after a long illness. He was 
in private practice before joining the 
company as an attorney in 1948. 


DR. W. W. RUCKS, 80, medical di- 
rector for Home State Life of Okla- 
homa City, died in a hospital there 
following a heart attack. For more than 
26 years, Dr. Rucks had served in this 
capacity, having been appointed at the 
time the company was organized. 


MRS. LAURA R. HOBBY, 76, widow 
of Ferdinand F. Hobby, assistant gen- 
eral counsel of Mutual of New York, 
died in Bedford Hills, N. Y. 


SYLVESTER F. ROSSEL, assistant 
district manager of John Hancock at 
Syracuse since 1944, died. He joined 
the company in 1936 at Syracuse. 


EVERETT H. PLUMMER, 71, retired 
general agent of Berkshire Life in 
Philadelphia, died in a hospital at Som- 
ers Point, N. J. He had been with the 
company for 46 years. 


MRS. MAY KEMP, wife of A. N. 
Kemp, chairman of Pacific Mutual Life, 
died in Los Angeles. 








W. L. Harrison Elected by 


Cincinnati Life Managers 


W. Lewis Harrison, general agent 
Aetna Life, was elected president of 
Cincinnati Associated Life General 
Agents & Managers. Other officers are 
N. Roy Humphries, Manufacturers 
Life, vice-president and W. I. Yaegers, 
Ohio National, secretary-treasurer. 
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N.W. Mutual Hits New 
Sales High for Agents’ 


Year, Leaders Listed 

MILWAUKEE—An all-time sales 
mark was set by Northwestern Mutual 
Life with $551,045,000 of paid business 
produced in the agents’ year ended 
May 31. This was 6.1% over the 
similar period a year ago and 4.6% 
ahead of the previous high in 1947. 

Many new individual records were 
set by agents and more than 1,000 
qualified for the top five production 
clubs. Honor awards will be presented 
by Grant L. Hill, vice-president and 
director of agencies, at the annual 
meeting of the Assn, of Agents in 
Milwaukee July 25-27. 

J. N. Meeks, Columbus, O., led in 
gross volume with sales of $3,619,800, 
and L. T. Stearn, Minneapolis, in net 
volume, which excludes employe trust 
sales, with paid business of $1,935,500. 
The Marathon Club, which requires an 
agent to write 100 or more lives dur- 
ing the year, is headed by J. J. Lan- 
sing, Belmond, Ia., with a net num- 
ber of 181 lives. 

Leaders in the five production clubs 
received special honors awarded an- 
nually based on percentage increases 
in volume and number of lives. In the 
Million Dollar Club the winners are 
Franklin E. Sheidler, Findlay, O., with 
an increase of 306%, and Edward 
Russo, Baltimore, with 112 lives writ- 
ten; Three Quarter Million Club, H. E. 
Worman, Dayton, 272%, and H. R. 
Willis, Oakland, Cal., 105 lives; Half 
Million Club, B. J. Crosse, Beloit, Wis., 
206%, and J. K. Roberts, Fond du Lac, 
Wis., 83 lives; Quarter Million Club, 
C. C. Thomas, Pomona, Cal., 176%, 
and D. H. Lienemann, Papillion, Neb., 
105 lives; One Fifty Club, Irving 
Thurston, Utica, N. Y., 119%, and 
Martin Weber, Merton, Wis., 55 lives. 

In the new agent group, three clas- 
sifications are set up for bronze, silver 
and gold button awards. Heading the 
gold section as the leading agent is 
Mr, Lansing, with sales of $1,089,400. 
In the silver section, R. J. Habegger, 
Seattle, leads with $871,900 in sales, 
and in the bronze section, the top 
producer is Daniel E. Dean, Philadel- 
phia, with $876,300 in sales. 





Union Central Has Sales 
Jump of 55% for Ist Half 


Union Central Life had new busi- 
ness of $138,468,387 during the first 
six months of 1955, an increase of 
about 55% over the same period last 
year. This includes $22,334,300 of 
group additions written on U. S. 
government employes. Excluding gov- 
ernment group, sales for the first 
half year were up 30%. 

The 1955 increase has been built 
month by month with production 
running well in excess of 1954 for each 
month for January through June. 
Development of new business has been 
spread widely among company agen- 
cies, and of the top 30, 26 are sub- 
stantially ahead of last year. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O, E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127 Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—5''2 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bidg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J- 
Wheeler, Pacific Coast Manager. 
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Pilot Life Achieves 


RRR 


CoAT 


$1 Billion in Force 

Pilot Life has passed the $1 billion 
mark in life insurance in force. Wil- 
liam B. Lewis, Washington, D. C., 
whose purchase of a policy put the 
company over the mark, was given a 
week’s expense-paid vacation with his 
wife and baby in Myrtle Beach, S. C. 

The company, licensed in 15 states 
and District of Columbia and Puerto 
Rico, has 3 million policyholders and 
assets of $125,239,665 on Dec. 31. 
Founded in 1903, it passed the $100 


' million mark in 1934 and the $500 
' million mark in 1950. Pilot Life writes 


ordinary, industrial, accident 
and disability. 
President O. F. Stafford said he was 


pleased with the company’s past and 


group, 


' enthusiastic about the future, adding 
' that the company already is looking 


4 


forward to its second billion. He said 
he was proud of the employes who 
have been responsible for the “re- 
markable record.” 

Attainment of the $1 billion was 
observed in an unprecedented re- 


| gional television program in North 
' and South Carolina. Newspaper ad- 
| yertisements carried the story through- 
/ out the company’s territory. 


Union Group Contract Gets 
| by Minn. Department Probe 


: 


i 


ST. PAUL—An_ examination of 
1,040 group contracts involving labor 
unions has revealed no irregularities, 
according to Commissioner Sheehan. 

The investigation of such contracts 
was begun by the department in April, 
1954, following Congressional com- 
mittee hearings in Minneapolis regard- 
ing the administration of welfare funds 
by local union officials and their em- 
ployes. 

Commission payments averaged 
about 3% of premiums collected, both 
under union contracts and employer 
contracts. The commissions paid on 
union contracts were of the same pat- 
tern within each company as employer 
and association contracts. The inves- 
tigation was limited to health and 
welfare plans which involved an in- 
surance company. 


New Hand-Book Out for 
Southern Cal., Ariz. 


A new up-to-date Underwriters’ 
Hand-Book of Southern California 
and Arizona, has just been published 
by the National Underwriter Co. 
This Hand-Book, together with its 
companion volume, the Underwrit- 
ers’ Hand-Book of Northern Cali- 
fornia and Nevada, published a few 
weeks ago, will provide complete 
information on the agencies, com- 
panies, coast department field men, 
general agents and brokers, together 
with data concerning groups and all 
organizations affiliated with insur- 
ance throughout these three states. 
The dividing line in California is at 
Kern and San Luis Obispo counties, 
which are shown in both volumes 
for the convenience of users of each. 

Premiums and losses by lines 
within California for all fire and 
casualty companies, and life insur- 
ance paid for and in force for life 
companies, will also be presented in 
a special statistical supplement 
which will be sent later to all sub- 
scribers for either California Hand- 
Book. Orders for the two Hand- 
Books, which are now available, 
should be addressed to The National 
Underwriter Co., 420 East 4th Street, 
Cincinnati, or at the Pacific Coast 
office, 507 Flatiron Building, San 
Francisco. Price $15 each. 
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Manhattan Life Names 


Dwyer General Counsel 

Manhattan Life has appointed 
Thomas A. Dwyer general counsel to 
succeed D. Theodore Kelly who has 
been vice-president and general coun- 
sel since 1951. 

Mr. Dwyer, who joined Manhattan 
Life in January as associate counsel, 


served as New York state assembly- 
man from the 21st assembly district 
from 1939 to 1954. He was a member 
of the standing committee on insur- 
ance rates and practices. He practiced 
law for 25 years in Brooklyn and is 
a member of the firm of Dobson, 
Moorhead & Dwyer. 

Mr. Kelly, with the company since 
1919, will continue as vice-president 


LIFE WITH 





Retirement—Three-Way Choice 


The Provident Life Producer has an enviable choice when he 
reaches retirement age— for he will receive his retirement 
income regardless of whether he continues to produce new 
business. For example: 1) he can continue fulltime produc- 
tion and still receive his full commissions plus his full retire- 
ment income, 2) he can work only part-time — still receiving 
full commissions and full retirement income, or 3) he can 
quit altogether, in which case he receives his retirement 


income plus his vested commissions. 


PROVIDENT 


is NON-CONTRIBUTORY. 


PROVIDENT LIFE & A 











Slandard 


This retirement plan 


CCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


SURGICAL MEDICA 


and associate counsel. He is a chair- 
man of New York Mutual Casualty. 





Commercial Travelers 


Offers Women’s Cover 


Commercial Travelers, for 72 years 
restricted to coverage for men, is of- 
fering $2,500 death benefit policies for 
employed women. 
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STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 













Delaware * 


Louisiana 


GENERAL AGENCIES OPEN IN Arkansas * 
Florida ° 
Maryiand ° 


Pennsylvania °« 


Standard of Indiana has competitive rates on 
all policies. Yet our real world beaters are our 
Gold Standard (Ordinary Life) and our Golden 
Years (Insurance with Income at 65). These 
two policies aren't for pikers as they call for 
minimum amounts of 15 and 10 thousand 
respectively. If you have real competition in 
this day of pencil sharpening we have just 
what the “doctor ordered.” 


California 
Indiana + Kentucky 
Missouri * New Mexica 
* West Virginia 


Arizona * 
Georgia °* Illinois » 


Michigan * 


Virginia 


Tennessee * Texas ° 
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Pacific National Life 
Plans 1956 Hawaii Meet 


Conventioneers from 10 western 
states and Hawaii attended Pacific 
National Life’s annual convention at 
Coronado, Cal. Under the direction of 
Kenneth W. Cring, vice-president and 
superiniendent of agencies, the theme 
was, “It’s Hawaii in ’56.” 

A special program, put on by Hawaii 
representatives, included singing, danc- 
ing and audience participation. The 
Hawaii visitors bureau had orchid leis 
flown from the Islands for the ladies. 

R. H. Peterson, president of Pacific 
National, said that the faults of insur- 
ance are caused by a few companies 
whereas the majority are sincere and 


institutions of service to the public. 
He told the agents that the current 
federal trade commission A&H charges 
were fair warning to all life salesmen 
that they should be doubly careful in 
presenting their sales programs. 

Other speakers were general agents 
Glenn Holley, Springville, U.; C. I. 
Johnson of Ivan Johnson & Associates, 
Salt Lake City; J. S. Byers, Oakland, 
Cal.; and J. E. Firmage, senior vice- 
president; L. W. Messinger, vice-presi- 
dent and actuary, and W. I. Spere, 
executive assistant. 

A feature of the business sessions 
was a “Hot Ideas” panel in which 
agency men were solicited for hot ideas 
and a vote was taken on each as to 
whether or not it would be a hit. 












SEXAGENARIANS, 
ANYONE? 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





COMPETITIVELY SPEAKING, (and who isn’t 
these days?) Occidental’s new Term-to-65, 
with its guaranteed non-par premium, is 
today’s best buy, we think, for the man 
whose main concern as he sees it now is 
protection during his working years. 
And tomorrow, when he’s a hale and 
hearty sexagenarian, he needn’t watch 
that old “policy anniversary nearest age 
65” approach with mixed feelings of joy 
that he’s still living and regret that his 
protection’s dying . . . our Term-to-65 
converts clear up fo policy anniversary 
nearest age 65. 

Result? A new lease on life insurance for 
him...and a new Ist year commission for 
our agent or broker. 


“A Star in the West..."°% 
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"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!” 
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Old Line Life Names 
Guynn Agency Director 


Forrest D. Guynn has been named 
director of agencies by Old Line Life. 
He was previously 
vice-president of 
the agency depart- 
ment of Midland 
National Life. 

Mr. Guynn start- 
ed his insurance 
career with Aetna 
Life in Minneapo- 
lis. He was ap- 
pointed agency su- 
pervisor and later 





became assistant 
F. D. Guynn general agent. 
The company 


has also promoted Forest S. Talbot, di- 
rector of field service, to superinten- 
dent of agencies, and Charles Lewis, 
agency department, to agency secre- 
tary. 





Add Investigator in Ind. 


E. C. Steinsberger, Vincennes, re- 
tired Prudential district manager, has 
joined the Indiana department as a 
special investigator. He will investigate 
field practices and call on agents to 
hear grievances, covering the southern 
half of the state. Similar work has been 
done in northern Indiana for two years 
by George C. Lewis. 

Mr. Steinsberger, an immediate past 
vice-president of Indiana Life Under- 
writers Assn., entered the business in 
1917 with Prudential, advancing to dis- 
trict manager at Vincennes at the time 
of his retirement last October. 


See Record LUTC Roster 


Life Underwriter Training Council 
has a preliminary enrollment of more 
than 2,000 students in the 1955-56 
classes, and the figure is expected to 
double. This will result in a record en- 
rollment. Ninety percent of the 1954-55 
student body attended 25 weekly classes 
and completed the final examinaticn. 








Equitable to Give Keys 
for Sales of AHO Plans 


Equitable Society will award assured 
home ownership keys to 120 agents at 
the 1955 educational conferences. A 
new award, the keys will be given an- 
nually to agents who sell $1 million or 
more in assured home ownership plans. 

The award was established by the 
officers and board of the company’s 
assured home ownership conference. 
Each key will bear the winner’s name 
and the year awarded. 

Sixteen members of Eklund agency, 
Detroit, qualified for AHO keys. This 
was the largest number won by an 
agency. 





Plaque Commemorates Group Plan 


A plaque commemorating the more 
than 35-year-old group plan _ for 
employes of Peoples First National 
Bank & Trust Co. at Pittsburgh was 
presented to the bank’s president, John 
H. Lucas, by John D. Kennon, agency 
manager for Equitable Society, which 
underwrites the plan. 

The plan is believed to be one of 
the oldest in the area and has paid 
more than $500,000 in benefits since 
its inception. 

Arthur Gilbart, , vice-president of 
Equitable, and H. J. Rossman Jr., 
assistant divisional group manager, 
attended the ceremonies. 





Royston Joins Counseling Firm 


John P. Royston has been named 
a vice-president of Temvleton Dob- 
brow & Vance, Inc., New York City 
investment counselors. He will repre- 
sent the firm at Chicago as adviser to 
Life Insurance Investors, Inc. 

j Mr. Royston resigned as vice-pres- 
ident of C. V. Starr & Co. and Ameri- 





— § 
can international Underwriters to take) Uni 
the new position. He had previously’ 
been research director and deputy Set: 


commissioner of Connecticut, genera] 
manager of Savings Bank Life Insyy.  abili 
ance Fund of Connecticut and chief) jng | 
of insurance at Allied Powers head.) M 
quarters in Tokyo. 


Colonial Life Expands 


Juvenile Cover in N. Y. 


_ Colonial Life will issue policies for! 
increased amounts on children in New! 
York state under an expanded program : W 
made possible by the recent libera}. I 
ization in New York insurance lay) P. 
permitting higher amounts of life tp. Pat 
be issued on children under age 15 ang. CSS 
particularly with respect to those Pitt: 
under age five. Cha 
The company will issue policies up} Ral 
to $2,000 on children for ages under thor 
six months to age 4%. They wil! 
provide one-fourth of the ultimate | 
amount for death before insured attain | clos 
age six months and full face amount. Salé 
for death thereafter. Juvenile plans Ei 
being used are 20-pay endowment a affe 
age 85, 18-year endowment, endow.* upo 
ment at age 85, and 20-pay endowment whe 
at age 80. 





Elect Averill at Flint 


Prescott G. Averill, Prudential, was) hon 
elected president of Flint (Mich) | Con 
Assn. of A&H Underwriters. He re} and 
places T. R. Little. Percy Braun js Mai 
vice-president and Mrs. Blanch Ritter, " 





secretary. -_ 
aes | dire 
Commonwealth Ready for Move will 
Commonwealth Life is planning on sect 
moving into its $7 million home office C 


building in Louisville around the mid- of 

dle of November. Some weeks ago the Rol 
company purchased the _ unfinished age 
Martin Brown office building at Fourth 
& Broadway, which will be renamed hib 
the Commonwealth Life building. 
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s cussed juvenile. Mr. Carnochan an- 
ae ® Union Mutual Conference nounced that in the future credits 
nd deputy Sets High Production Goals tor production clubs, contests and 
ut, genera] (CONTINUED FROM PAGE 3) yearly production will be on the basis y 
Life Insur. ability constitutes a large and expand- of annualized premiums rather than i 
and chiet/ ing field. volume and that the next biennial sales 


vers head.! 





Mr. Denda was the presiding officer 
at the second session at which Vice- 
president and Actuary A. Thomas 


conference will be held at Portsmouth, 
N.H., June 18, 1957. 
President Irish closed the gathering 









































ds Lehman announced the company’s on an optimistic note saying that pub- 
Y new “executive” policy, a whole life lic acceptance of life insurance is Mr. Oslico Field Man is going 
“e | paid-up at 90 contract issued for a greater than ever before. Business has 
olicies for! minimum of $5,000 and containing been so good there may be too much up. And his brief case contains 
d progeall es sg M Ss 1 pica” Phangan ee ii ge selling material—folders, bro 
7° ol West Coast Agency Manager Samuel gpresive a drive for business as there ’ - 
nt libera}. - a as , i 
_ p. Brimigion moderated a panel, the might be. He said there are many more 4 ‘ 
te ee oe nee, ee eee aaecaaaieescrdae 
age ass, » Vt; . » and present policyholders than many ’ beans 
fo att!) pittsburgh; Fred R. Fast, Newark, and agents are getting sales appeal. Are you “going 
— caeege . Binaion a anne. up"? We can help you get there 
Olicies y Iph G. Englesman, New York, au- 
Ses under _ lecturer, consultant and personal Mass. Mutual Saves faster! 
— . Will producer, brought the session to a $16,600 by Suggestions 
ial pre] close with his motivating talk “More Employes of Massachusetts Mutual 
© amount Sales, More Money, More Fun.” Life saved the company an estimated 
lile plang Eulogies, gifts and expressions of $16,600 in the first six months of 1955 
wment at affection and esteem ty nee wific — leading to work sim- \ 4 
t, endow.-* upon Mr. Drummond at the banque 1. ; “ f Si 
1dowment ge his coming retirement as chair- bee gan suggestions egy leet \" : 
man was announced. Guests of honor Pe oe Cae ae as : 
: : -.. 09 for ideas that directly made work WRITE TO 
| included Maine and New Hampshire gasier and more economical and the 
' insurance commissioners George Ma- other eight for benefiting the company THE 10 S E LIFE 
atial, was honey and Donald Knowlton, Deputy from a non-productive standpoint. —Mepueduce 
(Mich,) Commissioner Guy Whitman of Maine, The awards totaled $1,760. More than Pt 
He Te- | and Ralph Bramhall, president of 25% of the suggestions were found 
om is Maine Bonding & Casualty and a worthy of monetary rewards. Bt ‘a enbeiiiiesminamsaac aba 
= Se member of Union Mutual’s board of Were 208 suggestions received during ACCIDENT AND HOSPITAL COVERAGE 
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me office On the final day there was a series and 264 suggestions were received. 
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Fiscus of the home office staff dis- 





ness Machines Corp. type 650 magnetic 
drum data processing machine, first of 
its kind to be delivered in New Jersey. 








COATES, HERFURTH & 


Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, . — ae 


ENGLAND 
Telephone FRanklin 2-4020 
CONSULTING ACTUARIES Harry S. Tressel, M.A.LA. W. &, Kell 


This electronic data processing ma- 
chine will be used for figuring the 
home office payroll, calculating certain 









































premium rates, dividends, and other M. Wolfman, F.S.A. : 
operations. The company estimates that || San Francisco Denver Los Angeles rTe3 penererereney tt wer” 
the IBM type 650 will compute the pay, 
tax ns Larrea of all = 
home office employes within one day. 
The job now takes four to five days. CHASE CONOVER & CO. 
The ab anon anes unit “memo- Consulting Actuaries 
rizes” 20,000 digits. 

baie 0? aa GA.-VA.-N % and 
Eisen To New York for Insurance Accountants 


332 S. Michigan Ave. Chicago 4, IlL 
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W's No Optical Continental American BOWLES, ANDREWS & Toloptone Wabash 2:3075 
Illusion At Continental American Life has ap- TOWNE ; 
pointed Abraham W. Eisen as associate Consulting Actuaries INDIANA & 


Fidelity Life Association 


Fidelity Life Is America’s 
Most Up-And-Coming Life 
Insurance Company 


general agent with the Ralph Fenster- 
wald agency in New York City. 

Mr. Eisen has 37 years of life insur- 
ance experience, including manage- 
ment. For the past nine years, he has 
been a supervisor with the P. F. Hodes 
agency of National Life of Vermont in 
New York City. He is a director of the 
New York City CLU chapter and is a 
past president of the New York City 
Life Supervisors. 


Field Men Honor McHaney 


Powell B. McHaney, president of 
General American Life, celebrating his 
50th birthday June 30, was honored by 
field associates with a single day’s pro- 
duction of $3,171,505, more than 78% 
higher than the previous record set 
April 4, 1955. Record breaking A&H 
sales in a single day, amounting to more 
than $5,000 in premiums, were also 
made. 

Mr. McHaney attributed much of 


Employee Benefit Plans 
Atlanta * Richmond ¢ New York 


NEBRASKA 























Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Omaha 


Fidelity looks toward the future with 
optimistic anticipation. In 1954, Fidelity 
enjoyed the greatest year in its 59-year 
history. The 1955 sales pace is even 
better as the company expands on all 
fronts. 


GEORGIA & 
MICHIGAN 


ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
1027, CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 








Indianapolis 




















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 











The Fidelity market is virtually un- 
limited for Fidelity offers a wide range 
5S. of adult and juvenile plans, numerous 
special policies, and the EXCLUSIVE 
Fidelity ‘‘fracture”’ benefits. 


OVER 72 MILLION DOLLARS 
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” OF INSURANCE IN FORCE this production to the competitive fea- [LILINOIS PENNSYLVANIA 
tures of General American’s new policy : 
FJ; d. L f?. line which was reported in the July 
tde tly tfe 1 issue of THE NATIONAL UNDERWRITER. CARL A. TIFFANY & CO. FRANK M. SPEAKMAN 
ASSOCIATION The Roswell W. Corwin agency of CONSULTING ACTUARIES eee 
New England Mutual Life in New 
A Mutual Legal Reserve Company York City has moved from 150 Broad- 7 preci. oe E. P. Higgins 
Home Office Fulton, Ill. | way Bu 23 Broadway, the Woolworth Telephone FRanklin 2-2633 THE BOURSE PHL ADEL FIA 
u g. = 
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Friday in Chicago office—175 W. 
make payment in advance. 





Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Jackson Blvd. Individuals placing ads are requested to 
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Chicago 4, Illinois. 


An Unusual Opportunity 
Director of Training 


A progressive, fast growing midwestern organization has an attractive opening for 
Director of Training. The applicant should be ambitious with successful experience 
in personal production and management work. He must be able to take over and 
direct a complete training program for agents and managers. This is an unusual 
opportunity for the right man to establish residence in an average sized city, only 
a few hours from the metropolitan areas. If you feel this is the opportunity you 
have been seeking, we'd like to hear from you. Wrtie, giving background and ex- 
perience, to box G-I1, The National Underwriter Company, 175 W. Jackson Blvd., 











WANTED 


Home Office Agency Department head is wanted by a Life Insurance 
Company with nearly $200,000,000 in force and with aggressive growth 
plans in both Life and Non-cancellable A & H. Excellent opportunity 
for a man who can recruit and stimulate new general agencies, as well 
as continue growth of existing agencies. Our staff knows of this adver- 
tisement. Replies will be held in strict confidence. Send complete busi- 
ness and educational experience, present annual income, age and other 
pertinent information to Box G-24, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, II. 











GROUP FIELD 
MEN WANTED 


A leading life insurance company 
domiciled in the South, which is 
outstanding in the group field, 
plans to expand its group activities. 
Expansion program offers outstand- 
ing opportunities in Louisiana, 
Mississippi, Florida, Georgia, North 
Carolina, and other Southeastern 
states, for experienced field men. 
To be considered, applicants must 
have good record in group selling 
and possess supervisory ability and 
be free to travel limited territory. 
Reply in confidence, giving personal 
data and your complete business 
history, to Box F-93, c/o The Na- 
tional Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill: 


REGIONAL 


GROUP MANAGER 
WANTED 


Subjects, Faculty Listed 


for Life Executives Seminar 
(CONTINUED FROM PAGE 1) 
such proportions will assure multiple 
coverage in each of the major areas of 
management, provide a variety of 
viewpoints, and lighten teaching loads 
for men already busy with company, 
industry, and community affairs. 
Seminars for executives who are 
being considered for broader assign- 
ments have been growing in popularity 
during recent years, probably because 
they offer a quick but effective means 
of teaching principles of management 
and administrative techniques. These 
seminars commonly enroll members 
from many industries in a single group 
and deal with broad topics such as 
marketing, production, and finance. 
Seminar advocates declare that their 
chief value lies in the exchange of 
ideas, the broadening of perspectives, 
and the acquiring of fresh viewpoints. 
The Graduate School of Insurance 
Administration’s seminar in life com- 
pany management, while emulating the 
successful features of other seminars, 
will have certain distinctive features 
of its own: (1) it will concentrate at- 
tention upon life company management 
rather than upon management gener- 
ally; (2) it will draw most of its facul- 
ty from the industry itself; and (3) it 
will offer, in addition to a regular pro- 
gram of morning instruction, a series 
of afternoon sessions of informal dis- 
cussion under a faculty of specialists. 
These discussion leaders will act as 
“consultants” in their respective fields. 
Thus student members of the seminar 
can take up with them the actual or 
theoretical problems of management 
policy or administrative method which 
they would like to have discussed. 
Each faculty member, whether he 


—<—— 


conducts a series of morning sessions 

or leads afternoon discussions, wil’ 
complete his assignment at the 1955 

seminar in one, two, or three days. The 
main load of seminar work will be con. 
centrated in the three-hour morning 
meetings. The order of topics for these’ 
sessions is as follows: 

1. The Approach to Top Management 
(three consecutive mornings) . This sub. 
ject will be under the leadership of 
Prof. William H. Newman, Samuge 
Bronfman and professor of democratic 
business enterprise of the graduate 
school of business of Columbia Univer. 
sity. Professor Newman, a highly re. | 
garded author and teacher in the fielg 
of management and administration, 
will give the seminar group the same 
program of study which he has given 
during the first three days of Columbia 
University’s six weeks seminar for 
executives from various industries. 

2. Agency Administration (two | 
mornings). This subject will be han. © 
dled by Raymond C. Johnson, vice. 
president in charge of agency “Naat 





istration of New York Life. Mr. John- 
son will not discuss the recruiting, 


training, and supervisisng of agents © 


and managers, but will describe how 
an agency department organizes its 
work, how the company policies appli- 
cable to that department are put into 
effect, and how the department adjusts 
its own purposes to the work of the 
company as a whole. 





3. The Processing of New Business 
Applications (three mornings). The 
processing through the medical, under- 
writing, and issue departments and the 
servicing of policyholders will be de- 
scribed by E. J. Moorhead, actuary of 
New England Mutual. Mr. Moorhead 
will discuss the flow of operations, the 
methods and procedures involved in 
the work of these departments; he will 





Union Mutual Life Insurance Company 
offers outstanding opportunity for expe- 
rienced group representative—prefer- 
ably having both Group Life and Sick- 
ness & Accident experience—to super- 
vise Illinois, Michigan and Ohio terri- 
tories. Write to Robert C. Russ, Vice 
President, Union Mutual Life Insurance 
Company, c/o L. F. Hawley Agency, 
Inc., 105 West Adams St., Chicago. 























ASSISTANT ACTUARY 


A large Midwest company with plans for 
expansion has a splendid opportunity for 
young man who has completed his fellow- 
ship or associateship examinations. Please 
write stating experience, age, family status, 
and expected salary. All eligible members 
of our staff have been informed of this ad. 
All replies will be held confidential. Ad- 
dress G-15, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











MANAGER 


Well established general insurance mouney in 
central Ohio city, population of 80,000, seeks a 
man of experience capable of taking charge of 
life, accident and health department. Must be 
qualified to produce business and train sales 
force. State experience and qualifications. Box 
G-17, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





SALES PROMOTION 
PUBLIC RELATIONS 
LIFE MAN 


Experienced (5) mature (34) life SP-PR profes- 
sional seeks more diversified responsibilities 
than present successful connection can provide. 
My company knows of this ad and will give me 
a top recommendation. 

Strong management-field liaison agency and 
brokerage sales promotion-public relations— 
what, why, how, do it and wrap up. Motivator- 
organizer-manager, public speaker, concise 
writer-editor. Licensed agent (NALU)—package, 
estate analysis, business, etc. Best references 
management—field east, midwest, south, south- 
west. 

Top or second agency sales promotion—public 
relations spot, executive assistant or special 





9g t, t pany. 
Permanent only. Box G-23, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 

















CHIEF UNDERWRITER 


Wanted by established Dallas Life Insurance 
Company. Position offers bright future for ex- 
perienced man. Knowledge of life, H & A, hos- 
italization, reinsurance underwriting; primarily 
ife. Salary according to ability. Reply Under- 
writing Secretary, Post Office Box 6312, 
Dallas, Texas. 








Large Personal Producer with some Home 
Office experience and over 20 years Gen- 
eral Agency experience would like state 
of Californa or West Coast states for me- 
dium sized company on commission basis. 
Address G-16, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Agencies 


National Underwriter, 





Superintendent of 


A progressive life insurance company, home 
office in New York City, offers an excellent 
opportunity to an able man qualified to be 
superintendent of agencies, with experience 
in recruiting general agents and supervising 
production. Salary open. Strict confidence 
guaranteed. Our staff is familiar with this ad. 


Write to Box No. NY-36, Advertising Dept., The 


Street, New York 38, N. Y. 








Wanted 


Room 1103, 99 John 
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emphasize department interrelation- 
ships and the means for securing 
rapid, accurate, and economical opera- 
tions. 

4. Investments (two mornings). 
George T. Conklin Jr., vice-president 
of Guardian Life, will consider the 
special needs and the limitations which 
affect the investment policies and prac- 
tices of life companies. He will outline 
the main management policies and ad- 
ministrative problems which confront 
the head of a life company investment 
department. 

5. Human Relations (two mornings). 
This will be under the direction of 
Prof. James R. Surface of the Harvard 
graduate school of busines adminis- 
tration. Professor Surface is a success- 
ful author in this field and has con- 
ducted meetings of executives in dis- 
cussions of the human problems of 
management and administration. He 
will use examples drawn from insur- 
ance company experience—he was 
reared in an insurance family and has 
been a life agent. 

6. Training of Supervisors and Man- 
agement Training Programs’ (two 
mornings). These sessions will involve 
the preparation by the seminar student 
group of (1) a supervisor’s manual and 
(2) an outline showing the schedule of 
topics for a management training 
course which an average company 
could conduct with the help of its own 
officers. 

7. Controllership Functions (two 
mornings). Premium billing and col- 
lecting, budgeting, cost control mea- 
sure, and related subjects will be dis- 
cussed. 

8. Administrative Techniques (two 
mornings). These will be handled by 
Robert Kieffer, assistant vice-president 
of Metropolitan Life. Mr. Kieffer will 
set forth the process of administrative 
action—how the administrator gathers 
facts, how he considers courses of ac- 
tion, how he institutes changes effec- 
tively without disrupting operations, 
how and when he delegates authority 
and responsibility, uses committees, 
sets goals, establishes communicattions 
and provides for reporting results. 

9. Executive Control (two mornings). 
These sessions will deal with com- 
munications, securing a balanced com- 
pany operation, winning cooperative 
responses from many executives, de- 
partments, hundreds or thousands of 
employes to make the company per- 
formance sound and harmonious. 

e oe e 

The faculty leaders and their topics 
for afternoon discussion sessions are 
Harold J. Cummings, president, Minne- 
sota Mutual, the organization of a life 
insurance Company; William R. Cunn- 
ingham, assistant to the president Life 
& Casualty, methods and procedures, 
insurance operations, and mechaniza- 
tion; Vincent B. Coffin, senior vice- 
president Connecticut Mutual, agency 
problems; Charles F. Andolsek, 2nd 
vice-president Equitable Society, 
claims and settlements; and Albert N. 
Webster, 2nd vice-president and sec- 
retary Mutual Benefit Life, personnel 
problems. 

The schedule of appearances is so 
arranged that afternoon faculty spec- 
ialists follow by a day or more the 
morning sessions on a similar topic. 
For instance, two days after Raymond 
Johnson has conducted his morning 
Sessions on agency administration, 
Vincent Coffin will conduct an after- 
noon session on agency problems. Stu- 
dents will therefore go to afternoon 
discussion periods already alerted to 
topics they want to introduce. 

On one afternoon of each of the last 
three weeks of the seminar, students 


will hear a talk by a “headline speak- 
er” who will address them on a topic 
related to that week’s seminar work. 
These speakers will be Dr. Lydia 
Giberson, personal adviser Metropoli- 
tan Life, who will be introduced by 
Samuel Milligan, senior vice-president 
of Metropolitan; President Holgar J. 
Johnson of the Institute of Life Insur- 
ance; and Managing Director Charles 
J. Zimmerman of LIAMA. 

Every company with a serious in- 
terest in developing its own executives 
for advancement seeks through pro- 
grams of study, job rotation, personal 
guidance by top officers, and other 
means to give men who want to learn 
a chance to learn, according to Dr. 
Stalson. 

“The seminar in life company man- 
agement,” he said, “does not provide a 
substitute for the many things which 
a company itself can do to aid its exe- 
cutives to fit themselves for better po- 
sitions, but it offers an additional and 
special program of training in advan- 
ced management which will make its 
students not only better men on their 
present jobs but more qualified by 
training for the heavier, more exacting 
tasks which they will face when 


assigned to higher positions with their 
companies. The whole seminar pro- 
gram is geared to learning from the 
experience of others—other members 
of the student group, faculty leaders, 
discussion leaders, headline speakers 
and distinguished guests.” 


Palmer to Be Headliner 


at Midwest Conference 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, will be the featured 
speaker at the opening-night banquet 
of the Mid-West Management Con- 
ference, to be held at French Lick, Ind., 
Oct. 20-23. 

The conference, oldest of the man- 
agement association-sponsored meet- 
ings, has been sponsored annually since 
1937 by the Indianapolis General 
Agents & Managers Assn. and draws 
national attendance. Chairman is Grant 
O. Q. Johnson, manager of Indianap- 
olis. . 








Kaufman Agency Record 


The Nate Kaufman agency of 
Indianapolis Life at Shelbyville, Ind., 
wrote more than $1 million in life 
insurance during President’s Month in 
May. This is the first time in the 
company’s history that an agency has 


exceeded the $1 million mark during 
the campaign honoring President Wal- 
ter H. Huehl. 

Mr. Kaufman, an 1l-time qualifier 
for the Million Dollar Round Table, 
sold $830,000 to win for the sixth 
straight year the Walter H. Huehl 
award for top production during the 
campaign. It also was the largest 
amount sold by an Indianapolis Life 
agent during any sales campaign. 


June Is Best ‘on Record 


Indianapolis Life sales during June 
were the largest of any month in the 
company’s history. 

Traditionally the top month because 
of the annual president’s month cam- 
paign, paid volume was 11.5% ahead 
of last June. Total volume for the 
first six months of 1955 was 15.2% 
ahead of the same period last year. 

The Kaufman agency of Shelby- 
ville, Ind., was the leading agency dur- 
ing June and Nate Kaufman was the 
leading producer. 


Bankers, Ia., Raises Cassell 


Bankers Life of Iowa has promoted 
Lee E. Cassell from assistant secretary 
to assistant vice-president. 

Mr, Cassell joined the company in 
1936, advancing to various posts until 
he became assistant secretary in 1950. 











GROUP LIFE RATES REDUCED 


Reduced rates for Group life recently 


announced help the LNL representative 




















plans. 


THE 


serve and sell his Group prospects. New 
deductible coverages added to his already 
complete Group insurance line also help. 
He can meet his prospects needs— 


whether for life, disability, or retirement 


Lincoln National’s complete and com- 
petitive Group insurance service is an- 
other reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Its Name Indicates Its Character 


Fort Wayne 1, Indiana 


502 iPbnanaini -/955 
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Charge Murphy, Others in Capital Life Sale 


(CONTINUED FROM PAGE 1) 





Sively, and in breach of the duties im- 
posed on him by law, to falsely repre- 
sent and declare to” Mr. Bates, D. M. 
Winter Sr., and others that Capital 
“was financially unsound and subject” 
to receivership. He, Murphy, would 
have it placed in receivership unless 
it was immediately sold to United, the 
charges allege. 

Further, the Kelly warrant goes on, 
Mr. Murphy had arranged with United 
or its agents to purchase Capital. Mr. 


Murphy represented to United that the 
purchase was a good thing for it and 
that Capital could be bought at a bar- 
gain, the charges continue. 

Also, “by reason of the false repre- 
sentations of Murphy in his official ca- 
pacity and by reason of his oppressive 
threats and demands,” Capital was 
sold about June 21, 1954, to United for 
around $1 million less than originally 
offered and less than its worth, ac- 
cording to the Kelly charges. 





DO YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 


Annual renewable term. 


For $100,000 
Annual 
Age Premium 
30 $ 629 
35 691 
48 829 
45 1,065 


Also, non-participating Selected 


Risk Ordinary Life. 
For $100,000 


Age of Annual 

Issue Premium 
30 $1,705 
35 2,020 
4 2,441 
45 2,987 





“Layton, Farquhar and Murphy, in 
furtherance of the common design, met 
secretively and furtively in the office 
of the insurance commissioner,” in the 
office of Guaranty and other places, 
Mr. Kelly alleges. Murphy and/or 
Layton met with Paul Temple, repre- 
senting United, in Detroit, Chicago and 
Columbia. 


Murphy, Farquhar and Layton re- 
ceived $80,000 from Temple for putting 
through the sale, the charges allege. 
Mr. Kelly goes on: Farquhar arranged 
for this money to be carried through 
the books of American & Foreign Man- 
agement Co., of which he was con- 
trolling officer, in an effort to cover 
the transaction. He had certain pre- 
tensive agreements made with Alberto 
Malaret and the Anglo-Cuban Ins. Co. 
of Havana also to handle part of the 
payoff in a further effort to conceal 
the transaction. 

Murphy, Farquhar and Layton made 
trips to Havana to further this design, 
the warrant alleges. So-called loans 
were made by American & Foreign to 
Lower Richland Bait Co., a corpora- 
tion wholly owned by Layton and Mur- 
phy, all in an effort to disguise, con- 
fuse and cover up the receipt of the 
money and its disbursement to Mur- 
phy, Farquhar, Layton and others. 
Further, these “agreements and con- 
federation and the acts in pursuance 
thereof constituted a conspiracy to 
bring about the aforementioned mal- 
feasance in office by the said Murphy, 
and had the said effect.” 

Announcement was made this week 
that Mr. Murphy, who is vice-presi- 
dent of Columbus National Life of Co- 
lumbus, Ga., affiliate of Coastal States 
Life of Atlanta, has been appointed 
executive director of National Assn. of 
Life Companies, Atlanta. 





Max H. Weis, Penn Mutual Life, 
New York City, has been presented a 
clock by Carr R. Purser, his general 
agent, for 520 weeks of consecutive 
production, covering the time Mr. Weis 
has been with the agency. Robert W. 
Ebling Jr. and Heinrick C. Orth, also 
of the Purser agency, have 406 and 353 
weeks of consecutive production to 
their credit, respectively. 


Missouri Agents 
Elect J. D. Soper 


JEFFERSON CITY, MO.—The 1955- 
56 officers of Missouri Assn. of Life 
Underwriters are J. D. Soper, mana- 
ger, Sun Life of Canada, president; 1st 
vice-president, E. L. McClure, general 
agent, Continental Assurance, Kansas 
City; 2nd vice-president, Forrest F. 
Crane, Massachusetts Mutual Life, Co- 
lumbia, and secretary-treasurer, Rich- 
ard Boyt, Sun Life of Canada, Cape 
Girardeau. The association named Mr, 
Crane executive secretary, a new post, 
to build up membership, develop bet- 
ter communications between regional 
and local groups, and provide more 
solid recording of the activities of the 
state organization. 

The mid-year busines meeting and 
sales congress will be held in Columbia 
at the Daniel Boone Hotel, Nov. 4 and 
5. Mr. McClure will be chairman. 
There will be a business session the 
morning of Nov. 5 and that afternoon 
those in attendance will attend the 
Missouri-Oklahoma football game. 





New Beneficial Standard Directors 

Beneficial Standard Life of Los 
Angeles has elected the following as 
new directors: John B. Milliken of 
Parker, Milliken & Kohlmeier, attor- 
neys and tax counselors; Lowell Stan- 
ley, director of Monterey Oil Co, and 
Beckman Instruments Co.; M. B. 
Silberberg, Mitchell Silberberg & 
Knupp, attorneys; J. H. Rosenberg, 
west coast representative of Lehman 
Brothers, New York financial firm; 
Abraham Feinberg, chairman of 
Julius Kayser Co., and Harry Attais, 
Hill & Attais, general counsel for the 
company. 

Lehman Brothers recently  pur- 
chased a huge block of Beneficial 
Standard stock for remarketing. 
Current bid price for the stock is 
3334, up from last week’s bid of 33%. 





Miss Winifred Shaughnessy, assistant 
director of personnel for Mutual Bene- 
fit H&A and United Benefit, was pre- 
sented the award for merit medallion 
by the Research Institute of America, 
for a report on a study of application 
of equipment to company operation. 














A simple and complete Selected Risk Ordinary Life sales folder with 
age gene and a triple-duty sales track and proposal can be yours 
or the asking. 


These policies are a special addition te our complete line of participating 


lans. 
: “Providing sound coverage at reasonable 
cost through competent representatives” 


470) NATIONAL LIFE 


Bd 
DOM 


Insurance Company — /%... 





Interested? We'll be glad to send you complete information and sales 
material, Just fill In eoupon. 


GENERAL AGENCY INQUIRIES INVITED 


Please send me your sales material on Non-par 
policies. Ne obligation. 


Name. Ps Pee Sar ei 





Address. EeeecdeeendonenionesS 


City — ~ 





State 











Late News Bulletins... 











(CONTINUED FROM PAGE 1) 
lower rates than for men at comparable ages, with the decrease in premium of 
about 10% at age 20, reducing gradually to age 55. Minimum amount of issue 
will be $3,000 and tentative age of issue 10 through 55. These new policies will 
be issued on female risks at standard rates only. The company’s regular partici- 
pating policy forms will still be available for substandard female risks. Waiver 
of premium and accidental death benefit may be added if desired. 


More Hearings on Welfare Funds 


WASHINGTON—A Senate labor subcommittee this week resumes investiga- 
tion of welfare funds and pension plans. Hearings were scheduled to begin 
Wednesday. Sen. Douglas of Illinois is the subcommittee chairman. 

Representatives of several agencies were listed for testimony, internal revenue 
service, federal reserve board, Department of Justice, Department of Labor, se- 
curities and exchange commission, national labor relations board, and social 
security administration of Department of HEW. 


Wayne Phillips to Equitable Chicago Post 


Equitable Society hds appointed Wayne Phillips assistant divisional manager 
of salary savings for its 8-state north central department, with headquarters at 
Chicago. After several years as a mail order firm executive, he joined equitable 
in 1952 as an agent in Chicago, becoming assistant to Manager M. R. Riskin in 
1953. 


W. A. Carter Assistant Actuary of Teachers 

NEW YORK—Warren A. Carter has been appointed assistant actuary of 
Teachers Insurance & Annuity and its affiliate College Retirement Equities 
Fund. He joined the company in 1951. He is an associate of the society of actu- 
aries, 
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Counsel with Confidence 


“C.L.U.” might well mean “confident life underwriter.” 


We are sure that the Penn Mutual C.L.U.’s not only have 
confidence in themselves because of their broader foundation 
of knowledge but that they have also gained the confidence 


and respect of their clients. 


The life underwriter who has a strong desire to better himself 
and be of greater usefulness to his clients will find C.L.U. 


studies an important aid. 


Suh chose The initials C.L.U. after his name describe the knowledge 


independence 
stands The 


PENN MUTUAL and ability of a person better than a thousand words. 





THE PENN MUTUAL LIFE INSURANCE COMPANY « Independence Square, Philadelphia, Pa. 








No one recognizes the 

value of confidence more 

than the life insurance underwriter. 

From the outset of his career, he learns that 

his confidence, or lack of confidence, is quickly reflected in 

his client’s attitude toward him and the company he repre- 

sents. He also learns that only when he thoroughly under- 

stands his profession can he expect to have the confidence he 
needs to succeed. 

That’s why more and more underwriters are turning to 
The American College of Life Underwriters for specialized 
education on a college level. Through the College’s compre- 
hensive program of study, underwriters not only develop an 
understanding of their profession in its broadest sense but 
more important, learn how to interpret that knowledge in 


terms of answering individual needs and wants. By familiariz- 


ing themselves with the many complex facets of life insurance, 
they expand their fields of opportunity. They increase their 
earnings substantially—quite often during the course of study. 
Moreover, they discover that the College brings them greater 
prestige and public acceptance. 

The Union Central Life Insurance Company recognizes 
the tremendous influence The American College of Life 
Underwriters has in developing successful career underwriters. 
And to encourage its own field force, the Company supplies 
study books and supplementary material. In fact, the Com- 
pany pays all authorized expenses for successful graduates. 
For Union Central knows that C.L.U. graduates are better in- 
formed and better equipped to serve themselves and members 


of their communities with confidence. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 





